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Quality shoemakers 
use DAREX INSOLES for 
cushioned comfort, too. 
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SA Seat Lamp with the new frame 


or extension sole conceived by 


I. Miller —both sole and ornament 





harness-stitched in white on a cus- 
tomized last, especially designed for 
suit and tailored wear— medium 
block heel. 
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WINDOW displays that hug the 
window glass are the newest foil for 
the brown-out. McCreery’s on 34th 
Street, New York City, not only 
bring the shoes and apparel up to 
the window edge but actually paint 
on the outside of the window a 
branch of the tree, robins and blue- 
birds—thus giving a setting to the 
strange display that hungers for the 
human eye. 
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A window filled with long pan- 
éled mirrors to reflect the light is 
the way B. Altman’s defeat the 
brown-out. All of the windows on 
the Fifth Avenue side were mirror- 
hacked to give some appeal to the 
Faster display. 
In practically every window signs 
or posters are stuck on the glass 
ying: “Open” or “This store is 
vidoe because the very unusual ef- 
- fect of darkened windows deter cus- 
| tomers from entering. This is even 
‘worse in midday because, on the 
) shady side of the street, the store 
) window is zero in eye appeal and 
the black cavern of the entrance 
3 _ conceals the modest illumination of 
L the interior. 
=X It’s 's things like this that make re- 
‘ pe most unusual and which put 
"an emphasis on the ingenuity of the 
~ merchant. 
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Voice off the 


ON March 20, W. M. Oakman, the 
famous shoe traveling salesman of 
another day, celebrated his fiftieth 
anniversary on becoming a Master 
Mason in. the Washington Lodge, 
Roxbury, Mass. He was raised on 
March 20, 1895. Hale and hearty, 
Oaky lives at Marshfield Hills, 
Mass., and keeps in touch with the 
passing shoe parade. 


NATIONAL FOOT HEALTH 
WEEK is scheduled for April 23-28. 
It has been held for 20 years at or 
about that Spring time, when feet 
change from Winter condition to 
Spring and need a change of shoes 
because of the physical changes 
within the body. The timing was 
well worked out by consultation be- 
tween the editors of the Boor anp 
SHoE REcorDER and the Chairman 





of the National Foot Health Coun- 
cil. The public has been told in 
newspapers, by radio, by store pro- 
motion matter, etc., that the Week 
had real significance in the health 
and functioning of feet. 

So, any announcement of Na- 
tional Foot Health Week other than 
from April 23 to April 28 is just 


duplication and confusion. 
* > > 


TED HUGGINS of Huggins, Pasa- 
dena, California, writes: 
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“You have just concluded a very 
worth-while series of articles by Ed- 
win Hahn, “Retailers, Prepare 
Now.” I wonder if you have thought 
of publishing these articles complete 
in booklet form. If you do, I would 
appreciate having a copy sent to me 
along with bill for same. Mr. 
Hahn’s story is an education which 
1 would like to have, to keep in our 
store ag 





Although it is exceedingly difi- 
cult in view of the paper shortage 
to get books published, we would 
like to get an expression of opinion 
from other merchants before we 
consider publishing the series as a 


book, for shoe store libraries. 


LT. (j.g.) BERNICE STEVENS, 
U.S.N.R., is stationed in New York. 
She recently married Sgt. Paul B. 
Decker of the Army Air Forces. The 
Lieutenant was on the Boor anp 
SHOE REcorpeER staff, in our Chica- 
go office, for a period of seven years 
—as a news and special feature 
writer. She is known to the trade 
in and around the Windy City for 
she also handled the publicity for 
the Central States Shoe Fair. 

War brings people together in 
wonderful way for Sgt. Decker 
comes from California and Lt. Ste- 
vens from Chicago and they met 
and married in New York. 
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WHAT IS ALGIN? 





—Algin is ° uct collected from 
the giant kelp of California and 
from other varieties of seaweed 
in other areas of the world. 

—I am quoting from an article that 
appeared in the interesting house 

an issued by Gustavus J, Es- 
n, of Boston: 
—"Very few materials have to ma 
end varied applications as are 
for this one amazing product. They 
include leather finish, paper coating, 
textile size, latex extender, water- 
proofing agent, dyestuffs mordant, 
textile printing resist, plastics, cold 
water paint, toothpaste, fruit 
clarifying agent, film base, emulsify- 
ing , sausage casing, gasoline 
uette binder, ice 


paper textile sizes. 
When suitably dissolved and pressed 
through small holes, i# can be pre- 
cipiteted in form and rend- 
ered water insoluble by reaction with 
metallic sa 
—"Becouse of its chemical similarity to 
cellulose and starch, it offers possi- 
bility of reactions form plastics, 

d coatings." 


stations. 
_ world of ours will be a fas- 





Brown of Arch Preserver fame) and 
C.H.B. (Charles Henry Baber), 
challenger. It was staged at the 
Boston Boot and Shoe Club and 
Everit B. Terhune was president of 
the Club at that time. To get the 
pro and con of the forensic fire- 
works, we had Miss Sullivan, our 
secretary, behind a screen to take it 
all down. After the dinner, Charles 
H. Baber was given the first oppor- 
tunity to challenge shoe fitting 
practices. His opening remarks 
were: “How do you measure a foot 
at the fitting stool?” Charles H. 
Brown answered: “Between the heel 
and the ball.” C.H.B. of London 
parried: “That's precisely what I’m 
here to recommend.” The net re- 
sult was that we yelled out: “Go 
home, Miss Sullivan, the battle is a 
draw.” 

The friendship that developed be- 
tween those two men at that meeting 
resulted in the opening of Baber 
stores in England, with Arch Pre- 
server shoes as the basis of the 
American fitting service. Later Mr. 
Baber opened up an American store 
on Madison Avenue. 

The late Charles H. Baber always 
had an enthusiasm for something 
new in the field of shoes and shoe 
fitting. He was a great believer in 
the heel-less shoe and convinced one 
American manufacturer to put it 
into the line over here. He helped 
develop the famous Sir Herbert 
Barker shoe in England that carried 
with it an exceedingly wide fore- 


part. 
“The title he loved best was 
‘pioneer of correct shoe fitting,’” 






says Cecil Colman, who was long 
associated with him and, in appre. 





ciation of Mr. Baber, Cecil Colman 
added: “He will long be remember. 
ed as a striking figure and an out. 
standing personality. His crop of 
white hair made him conspicuous 
everywhere and he undoubtedly had 
a marked influence on the British 
Shoe trade.” 

By the same token, his many 
friendships in America emphasized 
his uncommon contribution to the 
betterment of retail trade practice 
not only in England and America 
but the world over. 

o o * 


A PM from the public, believe it or 
not, is the beginning of a vicious 
practice and has no place or pur- 
pose in the shoe store. We were in 
a very busy shoe store and saw a 
customer lean over and give the 
clerk a fifty-cent piece as a tip, in 
advance of service at the fitting 
stool, What a sorry state of affairs 
when the very un-American system 
of bribery steps into the little trans- 
action of the sale of a pair of shoes. 
But then again it’s a piece of the 
black market pattern of bribing the 
butcher for a choice piece of meat. 
But in our town there’s a sign 
posted in the meat market saying 
that such tipping is unnecessary. 


Let HIM TRY THE 
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“Your son sure believes in giving new boots a thorough try-out!" 


Boot and Shoe Recerder 








| 








wi 


> Sees eves ahem |&sa.8 BE 








olman 


n out 
op of 


























td 
. Y 
, 
April 1, 1945 
‘ ae 





BOOT AND SHOE RECORDER 


Ve Ettittes Crittook. 


ANDERSON 


aY 


ARTHUR OD. 


The End of the Line 


THE shoe merchant has been suspended in the fog of his 
own indecision for such a length of time that he has taken 
it for granted that things would get better—given time and 
patience. There are a lot of things that give shoe men and 
business men that air of suspense but they are not justified 
by the realities. Waiting for complete victory in Europe 
and step-by-step victory in the Orient, to solve their prob- 
lems, is a poor way to solve problems already here. 

Sit up and take serious notice! We have reached the 
end of the day when cooperation is a fine sentiment. It 
must be changed to—cooperation is a stern necessity. For, 
otherwise, the American public will be so short of shoes 
for next Fall’s wear that we could very well have panic- 
buying by September. If the public knew how few sub- 
stantial, rationed shoes are going to be made in the second 
quarter of 1945, it would beat down the doors of shoe 
stores, everywhere, to get footwear necessary for another 
Fall and Winter of wear. , 

This week we face the fact that some shoe factories stop 
running because it is impossible to get one or two lesser 
items that slow up the work line. For months every shoe 
merchant has known that sole leather was getting scarcer 
and scarcer and yet, his own repair department may have 
handed over to customers shoes that have been repaired 
with a whole sole of shoe manufacturer's bend leather, when 
the rules of the game were that only half-soles were to be 
made and worn. It would not have hurt this industry to 
have gone completely to half-sole leather, using alternates 
or belly stocks for the remainder of the sole and an in- 
visible patch to indicate conservation. Some factories have 
done this—but too few, too few! 


MANY a shoe factory is now closing because of the extrav- 
agant use of civilian sole leather in shoemaking and shoe 
repairing. That's only the beginning of the comedy of er- 
rors. More good leather has been put into luxury items, 
other than shoes, because a fat, juicy retail profit —- and 
profits all along the line—were to be had by making bags 
and gadgets and everything else of genuine leather. 

Shoe men are not by nature, vicious fighters for their own 
business lives. They are somewhat tolerant of men in other 
lines of business who use leather commercially; but this 
is a war day and the war need supersedes everything else. 
It is not too late to conserve what we have and to eke out 


frugally the materials still available. If millions of pairs 
of men’s and boys’ shoes have got to be made from rough 
canvas (try and get it), it’s better that we have them in the 
stock pile than not to have them for the emergency—if it 
comes. 

Millions of pairs of children’s shoes might have been 
made in the last two years if all the rule books of economic 
thinking had not been thrown out the window for, believe 
it or not, a factory wouldn’t make (in red ink) one type of 
shoe when, by going into another classification it could 
operate in black ink. 

We are going to suffer for our faults and follies, just as 
the Army supply boards are covering up their shortcomings 
by increasing Army and Navy supplies by hundreds of per 
cent—to have plenty on hand when needed. 


WE consider civilian footwear as being on the borderline 
of Army necessity. We do not consider leather jewelry and 
the like as being of wartime significance. The department 
for making silk purses out of sows’ ears needs to be liqui- 
dated. 

We have been fortunate in having a lot of shoe skills and 
ingenuities put into the production of non-rationed shoes. 
The utilization of materials other than leather has been a 
godsend to industry, to. retailing and to the public itself. 
But even in that field, the outlook is blue as indigo because, 
after all, the Pacific war is a cotton war and most shoe 
materials from thread to fabric are of a cotton base. It 
does seem a strange commentary on the times for a manu- 
facturer to reduce his production of rationed shoes because 
he couldn’t make money thereon and to enlarge, tremend- 
ously, his production of non-rationed shoes (on which every- 
one all along the line can make money.) The answer, of 
course, is the Public Pays and Pays. 

But now both of these divisions of shoe making are cry- 
ing for supplies and we say that now or never a way must 
be found to deliver the material—even if it has to be taken 
away from someone else, if we aré to have anywhere near 
a sufficient stock of shoes to justify one ration coupon in the 
year 1945. You just can’t let things drift any more for even 
victory in Europe and all the good news from the Orient 
won’t fill the needs of the American public for necessitous 
shoes next Fall and Winter. Those shoes have got to be 
made in the next five months—or else! 









Graduated nailheads give glamour to 
Palter DeLiso’s suede bracelet sandal. 








Guild Manufacturers Circumvent 


Shortages, Labor Scarcity and Vari- 
ous Problems to Present Skillfully De- 
signed Shoe Patterns for Early Fall. 


By KATE GOLDSTEIN KAMEN 
SECRETARY, GUILD OF BETTER 
SHOE MANUFACTURERS 


SHOE folk have earned a new title. They're wizards. 
Shortages and labor have hobbled the Guild manufacturers 
and all others with grave problems. In spite of these bug- 
a-boos they’re ushering in the early Fall season with fine 
handsome shoes. Yes, there are some brand new ideas, too. 

Designers have used a different sleight-of-hand on pat- 
terns that are old enough to have had anniversaries. These 
patterns have been given a Fall, 1945, vitamin. It all goes 
to prove what a master’s touch means, even when sur- 
rounded by obstacles. Early Fall styles of Guild makers 
were limited by their ability to produce. Shortages and 
labor directed that ability. 

We all know the industry has been working under handi- 
caps—that shoes are born these days under extreme hard- 
ships. The problems of each producer of top-quality foot- 
wear is echoed by the next. Each one clings to the hope 
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Top to Bottom: The “oh you baby doll short 

look” on Thomas Cort’s calf pump with spike 

heel. The plastic sole brings all eves to 

Schwartz & Benjamin’s perforated suede sling. 

The sweetheart throat sweetens Wolf's calf 
sling pump with walking heel. 


that the shackles on production, style and materials will be 
eased within a few months. Each “shoe performer” knows 
he will have to continue being a magician—drawing every 
ounce out of the starved bins and the reluctant hands. 

Every John, Harry and Joe in the shoe business would 
like to be a Dunninger, read minds-in-the-know and gather 
answers to such grave questions as “How long will existing 
conditions control our effort to give women the kind of shoes 
they want and need?”—“How long will the present ceilings 
last?”—“How long will leather be critical?”—“How long 
will we be short of upper and sole leathers, lining stock, 
elastic, felt, wood, gadgets, machinery, parts and hands to 
produce?” Will the dark secrets of the war ending on both 
fronts answer the grave problems in question—or will. they 
be answered, even partially, beforehand? 

Not even these problems have fenced’in resourceful Guild 








creators, however. Their early Fall styles prove they have 
cast some kind of a spell over their shoes. They are con. 
centrating on patterns that can be made with diminishing 
manpower. They are finding time, too, to patent ideas that 
will improve both style and shoemaking. They hope women 
will buy better shoes in tomorrow’s scheme of things. They 
are looking around the corner—attempting to analyze to. 
morrow’s thinking and tomorrow’s buying habits. 


Quick Change Artists 

“Yes, we'll have new silhouettes and new patterns” came 
from a number of Guild manufacturers, including Dominic 
LaValle who talks of several new patterns “to freshen up 
his line.” But most of the Guild artisans are proving they 
are quick-change artists, with touches that change the look 
of the basic patterns. Many prefer the new touch to the 
complete new pattern which takes time, labor, effort, set- 
backs and new pricing. As Ben Schwartz estimates it, 
“In an era of stress, we will not plan on fancy ideas.” 

The thrilling—~exciting—glamorous shoe news of-the- 
moment that produced runaway enthusiasm years ago will 
come hack. Leave it to the versatile high-fashion Guild 
colleagues. “There's. been no real fashion in footwear for 
two years,” said Dan Palter. He knows so convincingly, as 
do so many others, that it isn’t easy to toe the mark and 
stymie their brain children. 

“Women want shoes to attract the men” was voiced by 
many. “Dressy shoes that are simple and open,” empha- 
sized by Lou Sachar of M. Wolf. The dressy shoe has a 
new skill. There’s simplicity to the dressiness. The gay 
ornamental bow doesn’t rate if it’s slapped on merely as an 
ornament. Anything at the throat must be part of the line 
itself. 


“Slinged Victory” No. 1 Pattern 

A pattern survey approved the sling pump as pattern 
No. 1, followed by the D’Orsay in second place. The sandal 
received many votes. So did the high front with open back. 
The bracelet sandal was mentioned by many high-style 
critics as a positive for early Fall. The sandalized or nude- 
looking feeling is the come-on of many shoes in most lines, 
intensified by I. Miller’s “Naked Genius” which will be in 
Fall stocks from Coast to Coast. 

Flats are very important, judged by position in such 
lines as Zuckerman & Fox and Morris Wolock who talks 
of the flat feature “shaped to the feet.” Specific suit shoes 
are in many lines, principally in wall last pumps. “They 
all come back for the wall last,” emphasized M. Tobias. 
“Spectators have their own niche,” says M. Buechler of 
Thomas Cort’s. 

Guild makers are not forgetting the more conservative 
woman who wants a beautiful, dignified shoe with a heel 
that isn’t too high. It’s often termed the middle-of-the-road 
shoe—an erroneous title, I believe. She’s often the moneyed 
woman who is a cherished customer during normal times. 
Every line has some styles for her—whether these patterns 
are spiked with a bit of glamour, like some of the styles at 
Fox's, or whether they have the precision craftsmanship of 
top-price Van Arden shoes. 

Two schools of thought each offer sound arguments on 
the curfew’s effect upon evening shoes. The most con- 
vincing is the confirmation of enthusiastic interest in cock- 
tail fashions. They are sandals, pumps, even bracelet types 
and ankelettes. These favored styles are correct from late 
afternoon through the evening hours, sellers and buyers 
contend. The other school says women who like to dress up 
even for house parties will want evening clothes and accom- 


Boot and Shoe Recorder 


















ct. <eeet 


2. 
= 


SR2EEESEE, S278 F 


> wes 








to the 


f-the- 
> will 
Guild 
r for 
ly, 


d by 
pha- 


S$ an 


F 


BE SERER 


2rs3rs 











SREP RRR 


“Veeco Tr 7 BS 














” 





April 1, 1945 


Shoe Manufacturers of the Greater New 
York Area, Including Members of the 
Guild of Better Shoe Manufacturers and 
the Shoe Manufacturers Board of Trade, 
Will Show Their Advance Fall Lines in 
Their Showrooms, Beginning April 16. 


ying footwear. The house parties are on in full swing. 
One high-style Guild maker has so much faith in the prom- 
jse of evening he is bringing out an exciting evening slipper 
for Fall. Yes, it’s brand new and rationed. 


Some Toes Closing Up 

The open toe status quo isn’t exactly what-it used to be. 
“Toes must be watched. Lots of women are getting tired 
of the open toe,” came from an arbiter of shoe fashions. 
As was expressed again and again, more closed toes with 
open backs have been selling and will sell well this Fall. 
Many refer to Miller’s Shank’s Mare type. The overwhelm- 
ing majority say open toes for this next season and open 
backs, too. But are these closed toe comments the earmarks 
of a possible trend-of-the-future? We'll watch the want 
slips. 

What sells isn’t too indicative today when a woman’s 
“choose-y” habits are overshadowed by her desire to buy a 
pair of shoes that fit her. There’s every reason to believe 
the open toe, both normal and large size, will be a Fall 
runner. So will the open back. Many say they must keep 
the shoe as open as possible to conserve leather and make 
it go a long way. And open they are—front, back, shank 
and “in between.” 


Little Things That Count 


What, specifically, are those masterful touches we've 
talking about so enthusiastically? When you see 
lines, Mr. Retailer, pay attention to the pattern motif 

of the nailheads, the shape of the dressmaker touches at 
the throat and the edgings. They're all part of the archi- 
tecture of the shoe—not plopped on as ornaments. The 
bows aren't really bows any more. They are dressmaker 
tidbits. John Marino has many of them. Bow-like flaps 
with a button smack in the center is one of his artistic 
touches. 


Such stimulants as steel beads and plastic ideas grace 


many Delman fashions. Costume jewelry sparkles on New- 
ton Elkin’s shoes. Fly, melon and tear drop nailheads take 
on charming patterns at Mackey Starr’s. There isn’t too 


much high-style faith in nailheads applied in the usual 


get around more. As John Jerro puts it, “No. 8 perfs are 
geod, but I don’t believe in perfs larger than No. 9.” 


Tomorrow's Shift 
Morale is up, even if production is down, even if labor 








extension sole calf stepin by Grossman has a wall 


last and a stitched moccasin vamp. 


machinery, wartime technological advances are expected to 
speed up production in private industry. The shoe people 
will get their share. Labor, quotas, ceilings, pricing, pro- 
duction, buying habits—they’ll all be settled and the shoe 
business will have learned invaluable lessons—from experi- 
ence. 








From the Square Toe Barge, Campus Fav- 
orite Eight or Nine Years Ago, a New Last 
of Wider Application Has Developed, 
Which May Prove a Boon to Returning 
Service Men Used to the Roominess of 
Both the Paratrooper and Comba? Boots. 


The new slimmer square front seam in two 
Casual Craft models by Jarman, Division 
General Shoe Corporation. Above sabot 
strap-Norwegian Moccasin leisure shoe, and 
right an unusual u-throat treatment for 


FAVORITE 


Richland-Davidson Shoe Company uses the 

square toed last for the four-eyelet blucher 

above and for the perforated bal brogue at 
the right. Both are Fortune Shoes. 
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BIRETURNS... 
Streamlined 








Ler’s forget about M-217, quotas, deliveries and less 
pleasant subjects and take a look back at the “good old 
days,” when each season brought forth its own new promo- 
tional pattern. Remember back, some eight or nine years 
ago, when the barge pattern was introduced and rose with 
meteoric speed to become a profit leader for several sea- 
sons? Launched originally as a men’s shoe in the higher 
brackets, it soon appeared in practically every grade. Sub- 
sequently, it became a leading pattern in women’s and 
finally in children’s shoes, and was one of the first radi- 
tally “different looking” shoes, which marked the last 
decade. No shoe quite like it had been seen before. Made 
over a high plateau last, its forepart was chopped off 
squarely at the toe, it boasted of high seams, set up at 
least Yq in. from the surface of the shoe, giving it most 
unusual toe expression. 

But there was more to this shoe than just its unusual 
appearance. It felt different on the foot. The square toe 
made it an unbelievably easy shoe to fit and toes were given 
unheard of freedom. The whole effect of the pattern was 
one of lumbering ease; detailed with a heavy reversed welt, 
it soon became a classic campus shoe. In fitting qualities, 
it ranked with the plateau and with the duck-bill of still 
another decade. 

Tt was logica] then that some clever designer, seeing the 
relationship between them, should conceive the idea 
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Clean stitching and refined detailing mark 
this version of the square toed last, a five- 
eyelet split front, Norwegian-moccasin type. 
Taylor-Made shoe, E. E. Taylor Shoe Carp. 


of applying the receding walls of the duck-bill to the barge, 
refining its sharply cut-off forepart, and slimming it down 
slightly. Just that happened, and so successful has been 
this streamlining operation, that today we have this last 
as the basic shell for at least five or six patterns, repre- 
sented in several lines. 

Although the original barge was a Blucher pattern, and 
most successful in reversed leather of a rich luggage shade, 
this new version is seen in sabot strap-Norwegian moccasin 
types; in three-eyelet “U”-front and raglan Bluchers; for 
rough and ready wear; in more refined Bluchers and even 
in medallion perforated straight tig bal brogues for street 
wear. This shell is so strongly represented in these Spring 
lines that it appears as though it might well become a 
basic type. 

G. L.’s, used to the free-fitting shoe wardrobe supplied 
by Uncle Sam, which gives their marching feet plenty of 
toe room, should look with favor on these patterns. Dif- 
ferent enough looking from the shoes they’re wearing to- 
day, to be the kind of style pick-up the returning service 
man will want; they still have the self-same toe room which 
the boys are accustomed to in their service shoes. 
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Interior of Scientific Shoe Fitters, Cleveland, 0. The brace department, a 


separate 


is located in the rear of the store. 


FOOT ORTHOPEDICS: 
Wide Open Field for Post- War 


War casualty figures recently made available by the War 
and Navy Departments, and the large number of industrial 
accidents recorded by the National Safety Council empha- 
size the coming need for service on the part of orthopedic 
people to provide comfort and means of locomotion for 
these casualty victims. Up to January, 1945, the Army 
and Navy reported a total wounded of 380,000, including 
both permanent and temporary injuries. In 1943, accord- 
ing to the National Safety Council, disabling but not fatal 
occupational injuries increased to 1,850,000—a rise of 6 
per cent; of these, approximately 70,000 were permanently 
disabled. That means that approximately 70,000 people in 
the one year of 1943 suffered accidents in industry which 
will affect their comfort and usefulness for the rest of their 
lives. Multiply that by the number of years we have been 
at war, and you'll have a figure that represents a consid- 
erable slice of the civilian population. 

Let us examine these figures a little more closely. The toe 
is a body area which receives much punishment from acci- 
dental causes. The National Safety Council estimated that 
disabling toe injuries, representing 5 per cent of the total, 
amounted to 55,000; of these 3,500 were classified as per- 
manently disabled. Leg injuries account for 13 per cent of 
the total; feet account for 8 per cent. Thus, more than one- 
quarter of the total industrial accidents occur in the feet 
and legs; more than one-quarter of all industrial accident 
cases are in need of service by orthopedic shoe men. 

The size of this victim group is appalling; the oppor- 


tunity of helping these people to achieve more or less nor- 
mal lives is within the grasp of the orthopedic shoe man. 
A few shoemen have done some thinking about it previous 
to appearance of these figures. One of these, in a suburban 
section of Cleveland, has built a business around service 
to people with serious foot and leg disabilities. 

He is William E. Marsal, and his store in the Carnegie 
Medical Building, known as Scientific Shoe Fitters, is syn- 
onymous to Clevelanders with comfort for aching, painful 
feet and legs. But Mr. Marsal does not stop there; he has 
extended the operation of his service to include the actual 
making of casts, braces, supports, etc., for those customers 
who have functional disorders; for victims of disease as 
well as accident; for those whose warped bodies have made 
mere standing or walking horribly painful. 

Mr. Marsal’s is a prescription business, for the most 
part. Since it is situated in a medical office building, the 
doctors in that building and in nearby hospitals and clinics 
find it convenient to send their patients and prescriptions 
to the store for immediate fitting after examination. The 
store staff concentrates on filling these prescriptions as ac- 
curately as possible, and to that end, the brace and ortho- 
pedic department is an invaluable aid. 

Situated in the back of the store is the orthopedic de- 
partment division under the direction of G. A. Guilford, 
where fittings are made and measurements taken for neces- 
sary appliances. In a workroom downtown, Mr. Guilford 
with the aid of a staff of specialists translates the prescrip- 
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WILLIAM E. MARSAL 


"The field is wide open," says Mr. Marsal, successful 

Cleveland orthopedic shoe man, in whose store a 

brace department caters to those whose foot and leg 

Gliments cannot be cured by shoes alone. The country 

Is in need of many establishments of this sort to heip 
these people achieve normal lives. 


April 1, 1945 











Groups of the Population Afflicted with Foot and 
Leg Ailments Resulting from War or Home Front 
Activity, Present a Responsibility to the Orthopedic 
Shoe Man to Render Service to the Community. 


: : 

tions into actual supports. To Mr. Guilford come‘cases of 
all descriptions, from simple fracture to deformities and 
paralysis caused by disease. Making of back supports, 
braces of all types, trusses, belts, appliances to ease or cor- 
rect spinal curvatures, simple arch supports, cookies, build- 
ing up of shoes to facilitate walking in customers with 
legs of unequal length are all part of the operation of his 
workshop. 

In the store itself, simple maladjustments which may be 
corrected by the wearing of corrective or orthopedic types 
of shoes make up a large part of the business. Many cus- 
tomers find relief from tired aching feet when they are fit- 
ted jn shoes which give them needed support, yet allow 
their foot and leg muscles to strengthen through exercise. 
Mr. Marsal believes in building muscle tone through the 
use of muscles which have become flaccid when improperly 
fitted shoes kept them cramped and rigid. He also is firm 
in his belief that there’s hardly a foot case which cannot 
be made comfortable, even if correction or cure is not 
always possible. 

Three weeks after the fitting of corrective shoes the cus- 
tomer is requested to return to the store for a check-up on 
the fit; at this time, too, the way the way the customer is 
walking will often give confirmation of how correct the type 
of shoe and the fit is for that particular case. In cases 
where more elaborate appliances are required, the patient 
returns with them to the doctor who checks on the work 
done by Scientific Shoe Fitters. In this way, Mr. Marsal 
and his establishment have gained the confidence of the 
doctors whose patients they serve. Recognition did not 
come quickly, but conscientious fitting and careful execu- 
tion of corrections called for in prescriptions have served 
to strengthen confidence of the doctors in this organization. 

Both Mr. Marsal and Mr. Guilford are well equipped 
for this work. Mr. Marsal was with Stone Shoe Company 
[TURN TO PACE 90, PLEASE] 
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Foot Health Is Vital in Wartime 


HEALTH 
WEEK 


APRIL 23-28 


How many man-hours could be added to local war pro- 
duction schedules if all absenteeism and slowdowns due to 
foot troubles could be eliminated? An exact answer may 
be hard to find, but we do know that no one with tired, 
hurting feet can produce maximum output regardless of 
what the work may be. We do know that physical ex- 
haustion that demands days off for resting up can be 
blamed directly upon faulty feet and foot ills. A worker 
may sometimes fail to realize that his tired feeling actually 
comes from the feet, but it’s true, nevertheless. 

The War Production Board and other government agen- 
cies have devoted much time and effort to foot health. The 
subject is not new, but it is more important than ever, now 
that so many more man-hours must be made available some- 
how, as proven by the drastic work-or-else laws being con- 
sidered. National Foot Health Week provides an excep- 
tional opportunity for you, and other local stores, to make 
a fine contribution to the local production schedule. In the 
greatest mechanized war ever known, the need for good 
feet on the production front, as well as on the fighting 
fronts, is greater than ever before. A boost for your store’s 
best. asset means a boost for the local war effort. Fitting 
Feet to Keep Feet Fit is a patriotic responsibility of every 
shoe man. Educating and reminding people of the impor- 
tance of foot health is another. 

As a slogan for the campaign we suggest one previously 
recommended: “Keep Feet Fit, to Walk, to Work, to Win.” 
A source of extra-interesting promotion material we think 
will be found in the “case histories” at local plants. Two 
years ago a representative of the Women’s Bureau, United 
States Department of Labor, said the principal defects 
among women hired for war work were foot abnormalities. 


Help Everyone to Better 

ciency Through Your Promo 

of National Foot Health W 
April 23-28 


This poster design has been suggested 
for use of shoe stores in National F oot 
Health Week publicity. Due to paper 
shortage, printed posters have not 
been prepared, but the design may 
be produced by a sign painter or\ by 
photo-litho process. 


A local check-up may reveal facts of exceptional interest 
and promotional value. To this add articles and folders 
concerning the care of the feet, talks on foot care, clinics, 
and perhaps a contest on the best letter or story about the 
care of the feet and what it has meant to the writer. 

Claims have been made by reliable chiropodists that 70 
per cent of the people in the United States have foot 
troubles (other sources give higher figures) blaming them 
on shoes poorly fitted, parents neglect and feminine vanity. 
There’s an interesting basis for a local check-up which can 
be developed by offering free foot examinations and advice 
by competent shoe and foot men, and keeping a record of 
discoveries made. Include in this feature a discussion cover- 
ing stance and foot care for those who must be on their 
feet considerably. Borrow actual machines or use dum- 
mies having accurate measurements of height, etc., to show 
how proper standing or walking makes work go easier, 
faster, smoother and yet be far less fatiguing. 

Every shoe man knows the importance of foot health for 
children. Arrange to back up the pledge campaign with 
talks to children emphasizing “right and wrong” in shoe 
fitting and shoes. Show the function of the various bones 
and muscles of the feet and how correct shoes properly fit- 
ted aid both functioning and development. Stress the posi- 
tive rather than the negative side—tell of benefits more 
than harms. We're told that most babies (95 per cent) 
are born with perfect feet, yet 76 per cent. have foot ail- 
ments by the time they are fifteen—and by the time we're 
fifty nearly nine tenths of us have ailments varying from 
mild to acute. Most of the early troubles can be avoided 
or corrected if caught in time—later difficulties can find re 
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+ Leaders in their tield... 


expensive than ordinary brands, Keith Highlanders are well worth 


ery extra penny they cost. The very best in materials, workmanship and design is combined . 
a these exceptionally fine shoes. Luxuriously comfortable, they fully express the 
dition of seven generations of shoe craftsmen. Because the materials 
ed are so difficult to obtain, sales must be 
stricted to accounts who have bought them in 
he past. However, today is a good time to 


gister for a postwar dealership. 


E. Keith Company, 
tkton 63, Mass. 























The quarter beginning April 1 will find production of leather shoes @ 
its lowest level since the United States embarked on its war production progral 


nh fact, there w be less production of leather shoes for adult civilian use 
than at time since World War 1. : 


is is part of a vast military and lend—lease procurement which cuts § 
across all civilian goods production. Demands have risen so greatly for all © 
types of essential civilian commodities that WPB officials and others connect 
with agencies concerned with the civilian g@conomy have asked the War Department 
to spread this increase over the third quarter so that the shock on the civilig 


population w not be concentrated in one three-month period. 

th the war-jn Europe supposedly drawing to a close, WPB officials 
are at a loss to explain some of ‘the War Department's huge demands for the sec- 
ond quarter. One of the primary reasons is the high replacement rate occasioned 
by th¢@ fierce winter fighting in Europe. However, with the winter snows almost 


at at end, it does’ not seem that even this would justify doublin ng of the pro=; 


curement rate in the current quarter. 
Psychologically ‘speaking, officials here have always been afraid that. 


* the Sting of the war in Europe would bring on a mad rush of workers ore 







































































essential war plants. These new demands could be a reflection of this line of - 
thinking... 





War Department requests for upper seather for the second quarter leave 
Only .10 per cent. of the available upper leather for civilian footwear, or not. 
quite’ enough to meet the children's shoe and essential work shoe programs. Ona 
yearly basis this would mean about { of a pair of shoes per year for each adult, 
‘~ As this iSsue goes to press, WPB is attempting to have the War Depart- 
ment take only 80 per cent of the upper leather in the second quarter, carrying 
the remainder of the military requirements into the third quarter. If these 
efforts prove successful, this would still leave adult civilians with slightly 
lesS than one pair a year. ack 

‘Even the 1945 first quarter rate of approximately 30 per cent of upper 
leather supplies for civilian shoes would mean only slightly more than one pair 
a year. During the third quarter the high military demands will ease off and as 
presentiy planned supplies of upper leather will be available for civilian shoes 
at’ about the same rate as in the first quarter. 

In view of these military increases, WPB's "Registered" shoe should 
soon make its appearance. In addition, the Conservation Division has been re- 
constituted and an aggressive program for extending sole treatment is underway. 
Several new processes are in the making. 

a 

On the children's shoe front, OPA will issue, by April 1, an amendment 
to the shoe ration order which will place infants' shoes, sizes 0 to 4, made of 
leather, under the rationing program. This move has been urged by leaders of 
the industry, as means of bringing up production of the more critically needed 
sizes, 44 to 8. Consumer demand for sizes 0 to 4 has risen astronomically. 

Meanwhile, OPA has decided against issuing a special stamp for chil- 
dren's shoes, originally scheduled for May 1, and will not issue one before 
another general issuance date. ries 


At the request of the Office of the Quartermaster General, the Surplus 


P rty Unit of Treasu Procurement has stopped the sale of all wearable sur- 
Sin Shoes and olothing- So these can be sel in liberated areas. 
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Right: Five-month-old 
models 
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Mrs. Ober, right, inspects some of the shoes before they are lasted. Bernard 
Nester, center, superintendent. Irene Balsarott, left, dampening shoe on last. 
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men who demand the Best go to BEASLEY BROS.- JONES-RAGLAND 
for Perfect Fit in STACY-ADAMS SHOES 


YESTERDAY ... Leading Men's shoe stores and 


departments built and held their most loyal type of 


clientele by specializing on two unvarying founda- 


tions — good shoes and expert fitting. 

TODAY nationally famous departments such as 
BJR's (photograph above) are dividing all the Stacy- 
Adams civilian shoe production on a strict allotment 
basis. Even though our civilian production is con- 
siderably above our prewar level, due to our early 
plant expansion, these old friends could turn many 


..BUT THE COST PER MILE 


times today's shipments without promotional effort. 


TOMORROPM, when the U.S. Navy no longer 
needs two out of every three pairs of shoes we manu- 
facture, we can resume our policy of anticipating and 
fulfilling the styling and merchandising needs of 
these famous departments. Other stores who are 
determined to capitalize the huge fine shoe demand 
created by shoe rationing, will also be profiting by 
an exclusive Stacy-Adams franchise, which they 
were alert to arrange TODAY. 





| STACY-ADAMS 
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| Review of the Retail Teade 





SUPPLY PROBLEM SERIOUS 
IN DETROIT 


ETROIT shoe trade is enjoying 
tinued good business, so far as 
anand is concerned, but the problem 
supply has become more grave than 
» with retailers resorting to vari- 
ways to seek to spread out the 
mtial trade over a longer period. 
' Talk is widespread on Shoe Row 
re that dozens of stores will be 
d te close their doors by mid- 
mer, unless some unexpected 
jation appears. Stocks are being 
usted, and the new shoes coming 
» the territory do not make up for 
Paradoxically, retailers don’t 
» to see customers come in the 
r, although unfailing courtesy, of 
course, prevails. 
"In actual shoe sales, there is a de- 
d for any color that dealers have 
stock. Customer preference has only 
modest share in the sales choice to- 
y, with shortages generally recog- 
d. The same condition prevails 
the wholesale and retail fields alike. 


> Patent leathers have been the big- 
single item in demand in women’s 
but the stock of these is one of 
shortest of all types in supply, 
i result is that sales are not excep- 
in them, aside from a few stores 
ing windfall stocks. 
| Stores are decreasing their shoe ad- 
) Yertising generally, to conserve avail- 
Table stocks, and this accounts for a 
lack of emphasis, unusual for aggres- 
" sive Detroit merchandising, upon pro- 
) motional activities of all sorts. Ex- 
| ceptions occur, and a few of the lead- 
ing stores maintain some amount of 
prestige advertising. It tends to be 
“concentrated, insofar as possible, upon 
“ecessory lines which are available, 
though not on hosiery, which is en- 
: cleaned out in many stores. 
~ One result of uneven stock distribu- 
is the emphasis in some store 
potions upon a particular style of 
which that store was fortunate 
th to stock, making available 
advertising interesting rather 
Than normally typical at present. 
| General short-handed situation in 
p operation continues, but retail- 
Ss are, for the most part, reconciled 
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to it, although many are worried by 
additional demands of the draft upon 
men previously deferred. Very young 
shoe clerks are now being used more 
and more frequently, especially in 
chain stores. 

** @ 


WHITE'S IMPORTANCE 
INCREASES IN MIAMI 


WuITE continues to increase in im- 
portance in Miami, as evidenced by 
sales figures. A month ago dealers 
were reporting as high an increase as 
50 per cent in white sales over those 
of the previous month. Reports today 
from the better dealers are that sales 
volume now is fully 60 per cent over 
what it was a month ago. Women are 
looking for the best shoe they can find 
in white, something worthy of the 
precious ration coupon. Women now 
visiting this area are buying white to 
wear while down here and to take 
back for the Summer when they re- 
turn to Northern points. The same is 
true of wives and families of the thou- 
sands of servicemen stationed in this 
area; white is the practical shoe for 
the South now and can be worn wher- 
ever the next camp may be._ + 

Most dealers report that red con- 
tinues to-pick up. Next to white it fits 
closely into the general picture and 
can be worn with a range of colors. 
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Two medium heel models featured by 
Seks Fifth Avenue, Detroit, Mich., are 
versatile enough for daylong wear. 





Where a good red shoe is to be had, 
dealers say women are eager to buy it. 
It offers a change which has not been 
easy to find during the past few years, 
and with the outlook for colored 
leather not at all bright, advantage is 
being taken of the red stock which is 
available in small quantities. 

In style the oxford is reported to be 
rather slow; it is somewhat heavy for 
this locality even during this season 
of the year. The best selling stock in 
every price line is the wearable shoe. 
By that one dealer said he meant a 
good looking shoe that was easy on 
the foot. Heels are medium or low, 
but the shoe must be smart in appear- 
ance. It must have good wearing qual- 
ities, be adaptable to different cos- 
tumes, be comfortable because its 
wearer has to do much walking these 
days, but above all else it must be 
smartly feminine in appearance. 

Few shops did much in Easter ad- 
vertising, but practically all reported 
that what would normally have been 
termed Easter buying started early in 
March and led to a phenomenal sale 
of white. 

In ‘one of the larger departments 
where non-rationed shoes in inexpen- 
sive lines are featured, the report is 
that at least 25 per cent of all sales 
are for more than a single pair. While 
multiple sales in better shoes are prac- 
tically a thing of the past, sales in the 
non-rationed lines of sport, play or 
dress shoes run to several pairs. It is 
not uncommon for a woman to buy 
across the board in colors if she finds 
something attractive. Buyers in some 
of the more exclusive shops are begin- 
ning to ask what this inexpensive shoe 
will do to their customers in the fu- 
ture. Will they return to buying high 
priced shoes when a pair is wanted to 
match each frock? 
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HEAVY SHOE TURNOVER 
IN CLEVELAND 


BUSINESS for the month of March 
shows up well ahead of the same pe- 
riod a year ago, according to shoe 
retailers along Cleveland’s Euclid 
Avenue. Generally open weather, fol- 
lowing one of the most severe Winters 
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ABwiow of the Hattel Tonle 


in Cleveland history, brought con- 
siderable demand to a market which 
had already been consistently active. 

Although Easter this year necessari- 
ly scheduled the heavy seasonal de- 
mand in March, much of the business 
seems to have been forced by abnor- 
mal circumstances. The hard Winter, 
coupled with the limited supply of 
rubbers, galoshes, and stadium boots, 
brought great hardship to shoe leather 
which had to be replaced much sooner 
than would otherwise have been the 
case. Yeoman service on the part of 
shoe repair men helped to avoid more 


disastrous consequences by repairing 
and rebuilding galoshes and boots that 
in some cases were cast aside three or 
four years ago. 

The demand for patent leather shoes 
has far exceeded the demand for foot- 
wear of any other material, according 
to Cleveland reports. Stock limita- 
tions alone preclude a landslide busi- 
ness in this field. Calf follows in a 
very active second place, and suede 
succeeds that, while cloth shoes have 
met with only half-hearted demand 
despite many on the unrationed list. 
As a matter of fact, unrationed shoes 
in general have not felt any great de- 
mand in Cleveland recently. 

The color choice has been running 
strongly to blue in the past three or 
four weeks, with red selling as soon 
as they are introduced. Town Brown 
has likewise been more popular than 
anticipated. Again, shortages in colors 
' have checked the business flow. 

Open toe, open back types of pumps, 
sandals, and oxfords have been pre- 
dominant in demand in most stores, 
with the trend to more open, high 
heeled dress shoes. Here and there a 
slight trend has been felt toward more 
closed styles, but it hardly represents 
the general experience. For the most 
part, open shoes have been going 
strong all Winter, and sling back 
pumps have been outstandingly popu- 

le shoes and nailhead 
trims have found a demand, but stocks 
of the latter are light. 

Getting shoes rather than getting 
customers seoms to be the 
problem in the Cleveland market. 
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HESS 


3H Veward & 


“Blue Belles" is the way Hess in Bal- 
timore, Md., describe their new crop 


of navy shoes. 





COLORED SHOES AHEAD 
IN CHICAGO 


Wirn the approach of Easter con- 
sumer interest centers upon colored 
shoes with navy far out in the lead. 
No one style predominates as all man- 
ner of “easy, open lines” are sought. 
Uncovered toes, sling-backs, cross 
straps—all manner of interpretations 
which give the greatest freedom and 
“wide open spaces” to the foot are the 
types which are popular. Some hand- 
some patent leather pumps at O’Con- 
nor & Goldberg were presented as 
“Next: to Nothings” with that new 
nude look. Colored reptiles are fea- 
tured everywhere, frequently with 
matching handbags. 

Field’s continue with their empha- 
sis upon low heeled fashions, making 
special appeal to the tall girl and the 
school crowd. These are shown in the 
classic moccasin, the wedge oxford, 
suede sling pump and standard step- 
in with center gypsy seam, with front 
and heel both closed. All types sell. In 
the dressier models high heels are 
favored and the new “wrapped” look 
with broad bands covering the instep 
is a fashion favorite. 

All children’s departments are ac- 
tive at this time of year. While the 
youngsters usually want a dressy shoe 
for their new Easter outfits, their 
mothers are principally seeking dura- 
bility, since replacements of. worn 
shoes are difficult and are becoming 
increasingly so. For this reason the 
brown leather oxford is most generally 
favored. 

Unrationed shoes of the leisure cate- 
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gory are getting considerable play in 
the specialty houses. Joseph’s has run 
several ads on white and colored gab- 
ardines that have brought active re 
sponse. Slip-lasted construction is 
shown in sling-backs, oxford ties and 
straps. A novelty here is a high heeled 
wedge of braided raffia with ankle 
strap on an articulated wooden sole, 
Available in various bright colors as 
well as natural, these have had good 
consumer acceptance. O-G’s, too, have 
been featuring smart Summer fabric 
shoes in their Madison Street salon. 
A variety of high fashion fabrics have 
been shown; striped Guatemalan cot- 
tons, novelty checks, as well as the 
more classic bright gabardines. In 
most instances there are gay box bags 
to match. 
. * * 
PATENTS HEAD 
BALTIMORE SALES 


THE trend in Baltimore stores the 
past month was toward patent leather 
shoes, which zoomed sky high in vol- 


ume sales. Bright colored calf and 
kid, in high and low heeled open work 
designs, plus reptiles that were avail- 
able moved quickly. In the children’s 
departments, saddles, moccasins, some 
patent leathers and whites, particu 
larly, were favorites with consumers. 
One department store shoe buyer 
found an increase of 30 per cent in 
children’s sales over the same month 
in 1944, 

Hahn’s, always alert to new style 
trends and materials, reports a won- 
derful acceptance of not only the con- 
ventional black patent (no plastics 
here in this line) but “Cherry Coke 
Patent” with bags of the same mate 
rial to match. Said Opel White, man- 
ager, “We put a display of Cherry 
Coke Patent in our window on & 
Wednesday in March and the sales. 
response was so phenomenal we were 
literally amazed. It caught on imme 
diately, and people are buying these 
shoes so heavily for Easter, matching 
them with complementary bags, that 
we featured them in a Sunday display 
advertisement in one of the local 
newspapers. However, black in this 
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material still leads. We have had a 
lot of calls for calf shoes, which are 
exceedingly hard to get right now. 
Reptiles are going very well here but 
as for alligators, there are none to 
be had. We had some grey mountain 
snakes in sandals and had no trouble 
selling them.” 

At Hahn‘s the report is that in the 
children’s department, moccasins, sad- 
die oxfords and white shoes are still 
selling in volume. As for patent 
leather in kiddies’ items, that has 
only been fair, but it is expected that 
this material will find more favor 
toward Easter. Business was so good 
here that there weren’t enough shoes 


left to put out on tables for the resent * 
OPA edd-lot sales. Sling backs in . 


high and low heels with: a definite 
“bare” look are very good: 


In women’s shoes, O’Neill’s sponte: 


that. patent leathers were the leaders, 
then blue kid, blue calf and black 
calf. However, green calf did not go 
very well at all. In women’s styles, 
the bare look is the thing for Spring, 
with high and low heel effects. 

This store has been handling bright 
red and bright blue plastic sling back 
pumps with basket effect, and they 
have proved popular in Baltimore. In 
the girls’ and boys’ section, saddle 
oxfords, moccasins, patent and elk, 
as well as white shoes have been sell- 
ing in volume. 

Hochschild Kohn Co. reports that 
ration-free casuals are beginning to 
pick up tremendously along with 
sundry play shoe items. In the chil- 
dren’s department, white strap and 
patent leather strap models are be- 
coming increasingly popular. © 


* * # 
CINCINNATI FLOODS BRING 
NO LET-UP IN SALES | 


Wirn the receding Ohio River -in 
mid-March followed by a burst of 
Spring weather, shoe retailers in the 
Cincinnati area disclosed heavy ac- 
cent on demand by consumers and in- 
dications that 1945 would run far 
ahead of 1944 in Spring business. 
“Rvailable inventories alone are the 
top of the sales volume,” was the way 


one veteran retailer expressed the 
situation, with a preface that “what 
prevails in my shop is true of most re- 
tailers with whom I have had contact.” 

While a rainy spell during the early 
March period sent the Ohio River out 
of its banks 18 feet above flood-stage 
at Cincinnati, retailers suffered little 
slow-up in sales. The flood caught a 
few retailer establishments:in lowland 
areas of Greater Cincinnati, but none 
of the major business section shops nor 
the suburban centers were bothered 
with the exception of the sections 
abutting the Millcreek Valley where 
flash flood and backwater brought 
flood tides to some communities. 

The outlook for the next six months 
seems to perplex retailers whose sur- 
vey of available inventories indicates 
“tough pickings.” A midtown retailer 
said, “All I think about these days is 
how I'm to get enough shoes to supply 
demands.” He admitted that his mer- 
chandising and advertising programs 
were not stressing appeals to buy but 
were rather “just letting the public 
know we are still in business.” 

A survey of retailers disclosed that 
customers anxious to get shoes were 
not pafticular and were willing to 
take what available merchandise was 
in stock, provided fit and general type 
suited. 

Indicative of the Spring shopping 
interest is the heavy buying on Mon- 
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An open, asymmetrice! sandal on a 
hee! 


high is featured by Davison- 


Paxcn Company, Atlanta, Ga. 


day nights when midtown retailers are 
open for convenience of war plant and 
office workers precluded from making 
purchases during the day. The stores 
have been crowded at the night ses- 
sions with “war money” custoniers 
vociferously declaring their desires to 
get shoes on “the best you've got” 


basis. 
* - 7 


PITTSBURGH HAS RECORD 
EASTER BUSINESS: 


PRE - EASTER business reached a 
new high that left even last year’s 
figures looking a bit puny, according 
to Pittsburgh shoe merchants. Cer- 
tainly all local shoe buyers agree that 
business is as good as the supply of 
coupons allows—and that’s mighty 
good, judging from the crowds of 
women shoppers in the shoe depart- 
ments seeking quality shoes in high- 
styled patterns. 

Kid, patent, nailheads, blue, red 
and green are, in that order, the chief 
shoe interests of the feminine patrons, 
according to one buyer. Browns obvi- 
ously are holding their own, too, and 
reptiles continue to be as good as the 
limitation on supplies will allow. 

There are not many whites on dis- 
play as yet; few buyers admit to a 


small stock cautiously put away at the 
end of last season to ease the strain 
on this one. 

Kaufmann’s feature “that barefoot 
look” in their open sandals, and their 
play shoes run the full color range in 
a variety of vivid weaves. Platform 
soles give the feminine trade a real 
lift. Saks-Fifth Avenue have a glam- 
orous model with a three-row nailhead 
arrangement setting off the platform. 

On the sensible side the stores offer 
moccasin styles with interesting vari- 
ations by way of portholes, fringed 
tongues and seam trim—all managing 
to look smart at the same time that 
they suggest bedroom slipper comfort. 

Everywhere the report is that sup- 
ply keeps only a step behind demand. 
Gimbel’s did not even utilize the last 
OPA release for a sale in their up- 
stairs store, but sent the shoes that 
could have been so used to their base- 
ment store for quick sale. 
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A GREAT NAME 
A GREAT LINE 


y 


Miracle-[read 


en 
SMART SHOES FOR GRACEFUL POISE 


@ Wxat’s IN A NAME? The answer is “Plenty”—when the name is 

Miracle-Tread—ask any woman who’s ever worn them. Plenty of 

style. Plenty of comfort and value, too, A comprehensive line made by 

craftsmen skilled in the art of making this type of shoe. Any Miracle-Tread 

MADE TO RETAIL AT dealer will tell you what this name means in terms of smart merchandising, 


national advertising and profits! Yes! Miracle-Tread is a fine name for a 


45. pug fine shoe, priced right for volume at $5.00 retail. (A few styles $5.50). 


A FEW STYLES AT $5.50 At present, in spite of restrictions and uncertainties of materials and manpower 
supply, we're taking care of our regular Miracle-Tread dealers with reasonable 
DISTANT POINTS SLIGHTLY HIGHER promptness . . . and we're looking forward to the day when we'll be able to expand 

our facilities to provide for the host of many other smart merchants who have 


expressed a desire to sell this popular, popular-priced line. 


WOMENS DIVISION, Craddock-Terry Shoe Corporation, Lynchburg, Va. 


ALSO MAKERS a Be Ee AND charmtone SHOES 


April. 1, 1945 
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E\ARLY orders for Fall have begun to make their appear- 
ance in New England factories, particularly those which 
cater to the volume buyers, and there is beginning to be 
evident a feeling on the part of large retailers and whole- 
sale houses that staples are a better bet than novelties. 
The reasoning behind this hesitation to place orders for 
high colors and extravagant patterns is based in no way on 
the buyers’ estimate of the length of the war, but rather on 
the fact that materials and labor shortages make it neces- 
sary to choose between staples and novelties if shoes are 
to be received in time for Fall npenings. It is merely an 
extension of the reasoning which, late last Winter, brought 
hundreds of requests from merchants to manufacturers to 
put their orders for dark shoes ahead of those for whites. 

This feeling on the part of buyers is having its effect 
at least on the manufacturers of kid leather. In this field 
it is reported that even blues are being subordinated to 
blacks; that some of the permissible browns are being dis- 
continued; and that reds are being made only in very 
small lots. 

The above, as is obvious, applies to rationed footwear. 
The makers of non-rationed shoes are still enjoying the 
field day on which they entered when rationing first came 
into the picture. Red and blue are the best-selling high 
colors with neutral shades next, according to North Shore 
manufacturers. This is a condition which will continue as 
long as the supply of fabrics holds out. There are begin- 
ning to be signs, however, that a fabric shortage of serious 
proportions may be expected to develop during the coming 
Summer. 


Ln the work shoe field, as, in fact, in every division of the 
men’s shoe industry, manufacturers are having difficulty in 
finding upper leather which has not been ear-marked for 
use in military footwear. Orders placed even by the large 
mail order houses are being revised downward; and one 
manufacturer, giving up for the duration, has converted his 
business 100 per cent to the making of service shoes and 
combat boots. 

In the leather district, all questions regarding supplies 
are met with indignant and even profane answers. Patent 
leather production, it is learned, is gradually decreasing; 
and sole leather is somewhat more plentiful at a time when 
upper leather is even scarcer, so the net gain, insofar as 
shoes are concerned, is zero. 


Chiage 
ALTHOUGH the manufacturers’ outlook for the immediate 
future is rather a gloomy one, yet the general feeling is not 
too pessimistic, because many shoe men believe that by 
July 1 the greater part of the vastly increased commitments 


for the armed forces will have been filled. The demands 
for the second quarter are practically twice what was asked 


for the first quarter, and of course that means a steadily 
decreasing amount of leather for civilian footwear. But a 
number of factors in the industry hold to the belief that 
once the present-day orders are filled, it won't be possible 
for the Services of Supply to absorb very much more. 

There are those who maintain that future needs of this 
war cannot possibly use all the shoes that have been asked 
for. About 75 million pairs (according to present plans) 
will be made for Uncle Sam this year, which is consider. 
ably more than were made in 1944, and yet all those made 
last year have not yet been used. In view of the fact that 
there is no enormous increase of personnel in the army and 
navy planned for 1945, it is logical to conclude that more 
footwear has been ordered than can actually be used. 

The present OCR civilian shoe program for 1945 calls 
for approximately 230 million pairs of shoes. Obviously 
this is not sufficient for a year’s supply of footwear for 
a nation of 130 million people, who include in their num- 
bers many millions of growing children. That non-rationed 
shoes will have to take up the slack is apparent. 

The children’s field continues in an unsettled state. 
Where a certain amount of footage in elk was at first set 
aside for children’s shoes, this has been altered to a small- 
er figure. For instance one factory which was told it could 
use 47,000 feet of this leather was reduced to 5000 feet. 
The combination of such circumstances, together with 
continuing shortages in labor, makes this phase of the shoe 
industry face a very disheartening picture for the present 
at least. But here, too, the manufacturers believe that 
conditions will change after the first half of the year has 


passed. 
St Coweo 


THE squeeze is really on. Never in the history of shoe 
manufacturing in the St. Louis district has the gap be- 
tween the supply and demand for shoes been so wide as it 
is today and unless something happens to change the trend 
it is certain to grow even wider during the next few months. 
Production has dropped perceptibly in the last few weeks 
and it is expected to decline still further as the industry 
passes through this period of acute shortage of materials. 
By and large retailers have been cognizant of the tight 
supply in all types of shoes and during rationing have 
willingly adjusted themselves to quota systems set up by 
manufacturers. And by and large shoe dealers have en- 
joyed and increased volume of business ranging from 200 
per cent to 500 per cent over 1941. Up until now they 
have been able to supplement their monthly allotments 
from established sources by going to market and picking 
ap job lots here and there. But despite this practice 
their swollen sales have eaten into their stocks to such 
an extent that literally thousands of dealers have virtually 

sold themselves out of business. 
This market today has hundreds of visiting buyers every 
week, all trying to get a few extra pairs or even trying to 
[TURN TO PAGE 72, PLEASE] 
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id or Paste, 
6 oz. Bottle 


FT Shoe White 


Liquid - Paste 


Here are the “Big 8” Mufti Shoe White fea- 
tures that count for consumer good will and a 
profitable and increasing Shoe White business. 


1. Merchandisability without fear of price being cut by 
other local stores (in Fair Trade States). Fair Traded 
at FULL Advertised Price. 


. Snowdrift Whiteness. Made with the same kind of 
white pigment (and adhesive) used by manufacturers of 
white leather. 





. Suitability for all types of white footwear. 


. Big spreading capacity. Spreading smoothly, thinly, 
easily. 


. Stick-to-itiveness. Good adhesive quality—capacity for 
staying where it is supposed to stay—on the SHOES. 


. Agreeable, disappearing odor. With adaptability for 
many other uses—renovating white bags, belts, purses. 
etc. 


7. Real money's worth for your customers. 6 oz. bottle 
only 25c. 


8. And REAL profits for you. 44% to 50%. 


For consumer satisfaction with repeat sales 
—and for real profits insured by Fair Trade 
opine price cutting by other stores (in all 
“Fair Trade” states)—sell, display, Mufti Shoe 
ee aed White. 


Ab 
Pa? ble. 


Fill Out ptr Mail This Coupon For Free Sample 


Plough Sales Corporation, 
Memphis 1, Tenn. 


PLOUGH SALES CORPORATION Gentlemen: 


Please send postpaid this sample bottle of MUFTI 


Distributors For Shoe White with details, } 
Name of Store , aii éoutba . ee | 
aa e Address 


MEMPHIS 1, TENNESSEE City ... PE Fy Cee Me ees 


het by 


o 
7E THAN C2) miction PACKAGES OF PLOUGH PRODUCTS SOLD LAST YEAR 
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To Ease Shoe Production Cut at Mid-Year 


WASHINGTON, D. C.—Viewed in com- 
parison with upper leather available 
for footwear in the last half of 1944, 
prospects for the first six months of 
1945 searcely justify the depth of pessi- 
mism reflected in daily newspaper dis- 
patches immediately following the joint 
meeting of Shoe Manufacturers and 
Shoe Retailers Industry Advisory Com- 
mittees with WPB officials Mar. 13. 

Those dispatches referred in some 
eases to slashes as great as 85 to 90 
per cent in civilian upper leather. 
Those figures do not actually repre- 
sent reductions in the second quarter 
of this year, however. It would be 


more accurate to say that requirements 
of the armed forces now total 85 to 90 
per cent of the total available supply 
of upper leather. The estimated re- 
duction in civilian upper leather avail- 
able for footwear for the first six 
months of 1945, as compared with the 
last half of 1944, would not exceed 15 
per cent. The rest was already in effect. 

The following rough estimate of 
leather available for shoe uppers for 
the year 1945, showing the greatest 
shortages in cattle hide upper leather, 
owing to ‘increased military require- 
ments, was made by WPB’s Leather 
and Shoe Division officials: 





ESTIMATED CIVILIAN UPPER LEATHER FOR FOOTWEAR 
Last Half—1944 First Half—1945 Last Half—1945 
.f ft. ft. 


Cattle Hide 

Calf and Kip 

Goat, Kid, Cabretta 
All Other 


sq 
64,313,000 
86,716,000 


33,600,000 


sq. 
49,745,000 
85,455,000 


33,600,000 








253,099,000 


215,800,000 228,629,000 





_ In explanation of the figures, WPB 

pointed out that while the supply of 
cattle hide upper leather had not been 
greatly reduced during the first quar- 
ter of 1945, it would be sharply cur- 
tailed during the second quarter. How- 
ever, it is hoped that the supply during 
the last half of the year will show a 
marked increase over the first half of 
the year, WPB officials said. 


Boys’ and Youths’ 
Women’s 


It was apparent from the estimated 
figures that the impact of this short- 
age would fall particularly on men’s 
shoes and on the various juvenile types 
that customarily utilize this leather. 

The Office of Civilian Requirements 
shoe program for 1945 as related to 
available supplies was discussed. This 
program is said to shape up about as 
follows: 

Total 
39,500,000** 
,000 


N on-Rationed 


1,000,000 
1,000, 
90,000, 
26,000, 
9 
3 


aPESSSRx 
33 


333 


3333 


,000, 
,000, 


EEE 


33 


s 
S 


000,000 2,000,000 
40,000,000 40,000,000 


2'000,000 





176,000,000** 406,500,000 


Commenting on the foregoing! 
duction program, the National | 
Manufacturers Association said jj 
News Bulletin: 

“Total civilian shoe producti 
1944 was 412% million pairs w 
the program for 1945 calls for 
million pairs plus whatever fig 
finally determined on men’s nag 
tioned shoes. Production of 
leather shoes last year was 266 m 
pairs as compared with 230% n 
pairs programmed for 1945. 

“Tt is expected that directives, 
tions, and priorities will be annow 
in the near future which will ch 
leather to juvenile shoes and will 
vide fabrics for the non-rationed 
duction. It also is expected that 
the juvenile program has been m 
there will be a sufficient residue 
civilian leather to enable producti 
of adults’ shoes as scheduled above.” 


Ration Checks to Replace 
Purchase Certificates 


WASHINGTON, D. C.—Shoe de: 
who are still holding shoe purech 
certificates Form R-1705A, all of whi 
became invalid on February 1, may 
ration checks to replace them by appl 
ing to the OPA district office bel 
May 23, the Office of Price Administr 
tion announced March 21. 

It was explained that the R-170 
shoe certificates formerly were issu 
to dealers by OPA district offices as 
ventory adjustments, and also were 
sued to quantity purchasers of sh 
and paid by them to dealers. Ho 
in order to retire these certificates fr 
the ration system and put in use t 
more convenient ration checks inst 
OPA announced last November that 
certificates would be issued after 
vember 80 and that those in circulati 
would not be good for deposit in bi 
or for exchange at district offices 
January 31. 

Because some dealers were not a 
of the expiration date and mistak ni 
retained the certificates, OPA is pro 
ing that any so held may be redeeme 
The time to apply for replacement 
limited. to 60 days from the effect 


date of the new provision, in order 
clear out the expired certificates wit 
out extended delay. 

OPA also called to the attention @ 
the trade the fact that shoe pu 
certificates R-1705B are not affected 
the invalidation of the R-1705A’s. Ti 
1705B certificates are those issued} 
military personnel. 
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*It originally was contemplated that the present critical cattlehide situation 
might continue through the third and fourth quarter and that this would so 
drastically reduce the production of men’s dress shoes that some 20,000,000 pairs 
of men’s non-rationed shoes would be needed. Recently there has been an indi- 
cation that considerably more side leather would be available in the third and 
fourth quarters than in the second quarter. Because of this, it has been possible 
for OCR to increase materially the program on men’s ration type dress shoes. 
As a result of this, the program on men’s non-rationed shoes as set up will 
be reduced, but as yet no definite figure has been announced. 

** Plus an undetermined figure on men’s 


fer. 
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A LIGHT LEFT BUBNING FOR YOU 


Midnight ...and through the pleasant dark of the Missouri 
night a lone, lighted window beams like a beacon from the 
friendly silhouette of the Trimfoot factory. Inside, two workers 
enthusiastically discuss a new improvement in Trimfoot Shoes. 


sl? No..:.not when you realize the spirit here at Trimfoot. 
imfoot Teamwork we call it ... every worker a member of the 
eam ... and all working together to make Trimfoot Shoes 
ways better. It’s this spirit, more than anything else, we 
eve, that makes Trimfoot shoes lead the field with improved 
lesigns and greater foot comfort. 


delivery of Established Dealer Quotas is another important result 
of Trimfoot Teamwork. We count each Trimfoot dealer a mem- 
ber of the team. And we want you to have not only the very 
le best shoes to sell .. . but also to have shoes to sell! 


Yes, often, lights burn late at night for you at Trimfoot. 


TRIMFOOT 


? 


TRIMFOOT COMPANY 


Trimfoot Terrace, Farmington, Missouri 
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PA Order MPR-580, issued as of 
March 19 and announced by news- 

papers and radio throughout the nation 
the following morning, 
take its place alongside of General 
Maximum Price Regulation, Footwear 
Conservation Order M-217 and Ration 
Order 17 as a basic wartime control 
for shoe retailing. 

The primary purpose and effect of 
this new price regulation, which applies 
not only to shoes but to most apparel, 
accessories, textile products and house 
furnishings, is to tie retail price ceil- 
ings to cost of merchandise, a principle 
that was not recognized in the “nearest 
comparable item” pricing formula 
hitherto in operation. 

The new order freezes the markup on 
individual items of merchandise, taking 
March 19 ‘as the base date. Retailers 
.are required to file price charts on or 
before April 20 showing cost and offer- 
ing price on goods in stock as of 
March 19. The order does not super- 
sede dollars-and-cents ceilings already 
established, however. 

Preparation of the “Base Date Pric- 
ing Chart,” which is described as “the 
heart of the retail regulation,” 
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Before attempting to take any of 
these required steps, it would be advis- 
able for the retailer to obtain from the* 
nearest OPA office, or from the De- 
partment of Information, Office of 
Price Information, Washington, D. C., 
a copy of the new MPR-580 Regulation. 
While the text is rather lengthy, the 
language is clear, and the average 
shoe merchant will need to familiarize 
himself only with the general articles 
and the matter in the appendix relat- 
ing to footwear, or other items sold in 
his store. Instructions for preparing 
price charts are also in the hands of 
War Price and Rationing Boards 
throughout the country. 

It will also be advisable for retail 
shoe merchants to apply to the near- 
est OPA Office, or to Department of 
Information, Office of Price Adminis- 








tration, Washington, D. C., for a copy 
of the pamphlet “In the Fight Against 
Inflation,” which OPA has just issued 
and which contains step-by-step instruc- 
tions for complying with the provisions 


New Order Freezes Shoe Price Markuy 


Retailers Must File Two Copies of Base Date Pricing 
Chart with OPA District Office by April 20 and Must 
Attach Ceiling Price Tickets to Shoes or Mark Ceiling 
Prices on Shelves or Containers, MPR-580 Requires. 


of MPR-580, as summarized below, 


Move 





The order exempts only very gs 


retailers having an annual dollar 
ume of less than $2,500, who may 
tinue present pricing methods. 


How to Figure Markup and Price Ceilings 


(To Be Entered’in Columa 1) 
(Figures Taken from Sample Chart) 
After you have listed your offering 

prices for each costline and entered 
them in Column 3, then: (1) get total 
of all offering prices (Column 3)— 
$44.99; (2) get total of all net costs 
(Column 2) — $26.94; (3) Subtract 
$26.94 (total net césts for category) 


from $44.99 (total offering prices f 
category). Thus: 


$44.99 


— 26.94 


$18.05 This is your dollar mark 


up for this category. 
[TURN TO PAGE 70, PLEASE) 


SAMPLE WORK SHEET 


MARK-UP ON SELLING PRICE METHOD FOR BASE DATE 


PRICING CHART 
aa Always Figure only one category at a time 
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LIST TWE PERCENTAGE “MARK- 
UP" OF EACH COSTLINE iN THE 
CATEGORY WN COL 4 
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It wasn’t a year of Profits 

Nor of great sales volume... 

But it was a year of a great decision... 
While many wavered and were confused 
And traded down in frantic haste... 
I.Miller decided that QUALITY 

MUST be maintained at any cost... 
That was 1933 and the results of 


That decision are apparent 


Throughout the Quality marts of America... 


1945 presents a somewhat similar challenge 
The challenge to maintain the character 
Of a business regardless of difficulties 

Of production and distribution ... 

I.Miller and its loyal dealers 

Accept this challenge with 

Well founded confidence. 


1.Miller 


Long Island City, New York 


Was Our Greatest Year 































How to Figure Markup and Price Ceilings 


(Note that these instructions cover both cost and selling price methods. Chart on page 68 uses latter.) 


Then: Divide $18.05 (dollar mark- 
up) by $26.94 (total unit cost). Thus: 
$18.05 ~ $26.94 = 67% 

Sixty-seven per cent is your average 
percentage mark-up for the category 
if your chart is based on “mark-ups on 
cost.” Enter 67 per cent in Column 1. 

Note: If you want to figure your 
mark-ups on selling price. . . . Divide 
the result of Step 3—$18.05 by $44.99 
(total offering prices). Thus: 

$18.05 + $44.99 — 40.1% 

Forty and one-tenth per cent is your 
average percentage mark-up for the 
category if your chart is based on 
“mark-ups on selling price.” Enter 
40.1 per cent in Column 1. 

Decide whether you want to use 
mark-ups on cost or on selling price. 
Then you must use the same method 
for all categories in your entire chart. 


WHAT IS YOUR “CIRCLED PRICE”? 


If items in a category which have the 
same net cost were offered at two or 
more prices on the base date you must 
figure a “circled price.” This “circled 
price” becomes your permanent ceiling 
for all items of that net cost in that 
category. 

Note: When you have a “circled 
price” on your chart, the percentage 
mark-up of the circled price only is 
listed on the chart. All other precent- 
age mark-ups of articles with the same 
net cost drop out as shown in Column 4 
of sample chart. 


HOW TO FIGURE A “CIRCLED 
PRICE” 


1. Take all the items in a category 
with the same net cost that you offered 
at different prices on the base date. 
Thus: 

Shirts $1.38 net cost—offering price 
$2.25 each. 

Shirts $1.38 net cost—offering price 
$2.50 each. / 

2. Apply the “average percentage 
mark-up” for the category (67.0 per 
cent—on the sample chart) to the net 
cost ($1.38). Thus: 

Multiply $1.38 by 67.0 per cent, which 
equals $ .9246 or $ .92. Then add 
$1.38 (the net cost). You then get 
$2.30. 

The offering price on your chart 
nearest to this ($2.30) is your “circled 


price. 

Two dollars and thirty cents is nearer 
to $2.25 than it is to $2.50 on the sam- 
ple chart. Therefore, $2.25 becomes 
your circled or ceiling price for all 
items in the category which cost $1.38 
net. 

Note: If you figured your average 
percentage mark-up on selling price, 
and entered 40.1 per cent in Column 1, 
you would apply your mark-up thus: 

Subtract 40.1 per cent from 100 per 
cent. which equals 59.9 per cent.. Then 


[CONTINUED FROM PAGE 68] 


divide $1.88 (the net cost by 59.9 per 
cent. You again get $2.30. 

You proceed to find your circled price 
of $2.25 in the same way as described 
above. 


HOW TO FIGURE YOUR MARK-UPS 
FOR EACH COSTLINE IN A 
CATEGORY (COLUMN 4) 

ON YOUR CHART 


(Figures Taken From Sample Chart) 


1. Subtract your net cost $1.21 (Col- 
umn 2) from your offering price $1.98 
(Column 3), thus: 

$1.98 — $1.21 = $0.77. 

2. Divide the result ($0.77) by the 

net cost ($1.21) thus: 
$0.77 + $1.21 = 63% 

Use the above method to figure the 
percentage mark-up of each separate 
costline in each category and list them 
in Column 4 on your chart. 

Note: If you figured your average 
percentage mark-up on selling price. 
Divide the result of (Step 1) ($0.77) 
by your offering price ($1.98) in the 
example above. Thus: 
$0.77 + $1.98 = 38.9% (Percentage 

mark-up on.selling price). 


HOW TO USE YOUR CHART TO 
PRICE ALL ARTICLES THAT 
BELONG IN A CATEGORY 


(Listed in Column 1) 


First, take part of the chart that 
applies to the category of the article 
that you are pricing. 

Rule 1. To price an article bought 
at a cost listed in (Column 2) of the 
chart, use the offering price listed in 
(Column 3) for that cost. If more 
than one offering price is listed on the 
chart for the same net cost: Use your 
“Circled Price.” This is your ceiling 
price for all articles bought at that net 
cost. (See example of “Circled Prices.”) 

Rule 2. To price articles you buy at 
a higher cost than any listed in that 
category, apply the “average percent- 
age mark-up” for that category listed 
in Column 1 of your chart. 

Example 1: (Figures taken from 
sample chart.) If your cost for a new 
article is $5.75 and your average per- 
centage mark-up on cost for the cate- 
gory is 67.0 per cent you would multiply 
$5.75 by .670 which equals $3.852 or 
$3.85; then add $5.75. Thus: 
$5.75 X .670 = $3.85 and $3.85 


+ 5.75 


$9.60 This 
would be your Ceiling Price. 


Example 2: If you had figured the 
mark-ups on your chart on selling price, 
and had therefore listed 40.1 per cent 
in Column 1, you would subtract 40.1 
per cent from 100 per cent (50.9 per 


cent) and then divide $5.75 by 
per cent. Thus: 
9.598 


.599 [5.75000 — 
Your ceiling price for the article 
either case would be $9.60. 


Rule 3. To price articles you bug; 


_ lower cost than any listed in a ¢ 


gory, apply the mark-up listed for 
lowest cost in the category. 

Example 1: (Figures taken‘ f 
sample chart.) If your net cost for 
new article in a category is $1.10, 
the mark-up on cost for the lowest ¢ 
article in the category is 63.6 
cent. ... 

Multiply your net cost ($1.10) 
(.636) which equals $ .70. Then 
your net cost ($1.10). Thus: 
$1.10 X .686 = $0.70 and $0.70 

+ 1.10 


$1.80 
would be your Ceiling F 


Example 2: If you had figured 
percentage mark-ups on selling p 
the mark-up for your lowest cost 
be 38.9 per cent. You would then 
tract 38.9 per cent from 100 per ¢ 
(61.1 per cent) and divide the net ¢ 
($1.10) by 61.1 per cent. Thus: 

1.80 


611 [1.10 


Your ceiling price for the article 
either case would be $1.80. 


Rule 4. To price articles bought 
any other cost not listed in Column 
of the chart, apply the mark-up lis 
in Column 4 for the next lower cost. 

Ezample 1: (Figures taken 
sample chart.) If your net cost for 
new article is $1.49 and the mark 
for the next lower cost in the ch 
($1.38) is 63:0 per cent: 

Multiply your net cost ($1.49) byt 
mark-up for your next lower 
(.680) which equals ($0.94). Then 
your net cost ($1.49) thus: 
$1.49 X .6830 = $0.94 and $0.94 

+ 1.49 


$2.43 
would be your Ceiling F 


Example 2: If you had figured 
percentage mark-up on selling p 
the mark-up listed for your $1.38 ¢ 
would be 88.7 per cent. You w 
then subtract 38.7 per cent front 
per cent (61.8 per cent) and diva 
your net cost ($1.49) by .613, t 

2.43 


618 | 1.49 ’ 
Your ceiling price for the article 
either case would be $2.43 
[TURN TO PAGE 90, 
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Manufacturing and Markets 


[CONTINUED FROM PACE 64] 


get delivery on established quotas on back order. Factories 
are from four to eigh weeks late on deliveries. Some have 
dropped a month, others plan to sell no shoes for July de- 
livery, for example. The word “pairs” is becoming more 
important every day. As the manufacturer’s production 
problems mount, the dealer is becoming more frantic. 

Buyers have developed a wartime pressure technique 
which takes on various forms and which is being used with- 
out restraint. Some of these pressures to which manufac- 
turers are now being subjected are so adroit that they 
might well be remembered and used when the situation 
is reversed. However the most common practice is based 
upon the theory that the “squeaking wheel gets the grease.” 

Many buyers resort to all sorts of promises: special de- 
partments, active promotion of manufacturer’s brand, etc. 
Some have gone so far as to offer to advertise a line nation- 
ally if they are assured of sufficient pairage to support it, 
a tempting bait offered in the full knowledge that the extra 
pairage would have to be taken away from some fellow 
dealers. There are others who simply demand extra pairs 
and resort to the “or else” method. Sales managers some- 
times find these gentlemen difficult to handle. 

Just as no two buyers will use the same type and degree 
of pressure, no two manufacturers react to these pressures 
in the same way, a fact which many a buyer has made capi- 
tal of during the past three years. It cannot be expected 
that all manufacturers will look upon war time restrictions 
through the same eyes. Though the restrictions be the same 
for all, the interpretation of them varies with the individual. 
Thus it is no secret that some manufacturers have been less 
rigid than others in handling the distribution of their prod- 
ucts during the war. Dealers have long since found this 
out and are playing it for all it is worth. 


Koei 


P RELIMINARY steps have been taken in this shoe cente 
toward securing adjustments of price ceilings on children 
shoes. 

Following a conference between children’s shoe m 
facturers of the city and Russell C. McCarthy, 
director of the War Manpower Commission, he wrote i 
Mrs. Anna Rosenberg, state director, advising a s 
in the city with a view to recommending to OPA offic 
in Washington that price ceilings be raised to help 
more shoes produced. 

Figures submitted by the manufacturers showed they 
have only 67 per cent of the number of workers they 
need. Mr. McCarthy said they are entitled to more work 
ers, but it would be difficult to get them with wages of 
50 cents an hour for beginners in competition with war 
plants paying 60 and 70 cents an hour for beginners. 

The shoe men said they cannot pay more since they are 
held to 1941 price ceilings, although they have made some 
increases in wages and pay from 10 to 22 per cent more 
for materials than they did. 

If adjustments are made for manufacturers, it is ex 
pected that there will also be an upward revision of the 
ceilings at which retailers are permitted to sell the shoes 

This action was asked by the New York State Shoe 
Retailers Association in a resolution sent to the Shoe 
Division of the WPB to insure increased production of 
children’s footwear, of which an acute shortage continues. 





Colors Shown in 
Western Stores 


Casper, Wro.—Color is much in evi- 
dence in the displays of those stores 
which have available stocks of the gay 
novelty shoes in demand just now. 
Leeds’ is showing a colorful Springtime 
display in a window executed by W. 
V. Waldron, manager. A large frame 
holds a background of scenic wallpaper, 
depicting modes of travel from the days 
of the river steamboat, the bicycle built 
for two, up to the present with stream- 
liners and clippers. Across this back- 
ground is strung a lattice of peach col- 
ored ribbon, with a single blossom of 
various spring flowers fastened at each 
place where the ribbon crosses. 

Novelty shoes ranging from white 
through all the colors of the rainbow 
are shown at Leeds’. Prominent in 
the display were several clogs in bright 
flower prints on a white background, 
with rocker soles, nail-studded and with 
eolored tie to match the print. 

The Specialty Boot Shop is showing 
several sandals and pumps in black 
patent. These vary from the extremely 
simple to the very frivolous with ro- 
settes or intricate bows. 

Numerous styles in russet tan were 
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recently promoted at Phil Woods, Inc., 
including sandals in alligator print, 
porthole pumps and tailored spectators. 
One unusual porthole pump with open 
toe and high heel has a clever bow tie 
in the back at the heel topline. 

Among Spring styles at the Bootery 
was a wedge heel sandal in white kid 
with wide straps. The same style was 
also shown in tan. 

There has been a general decline in 
all lines of business since March 7 
when the Army air base here was put 
on a temporary inactive status, but 
most business men admit that the 
“breathing spell” was welcome. 


Form Compliance Committee 

SPoKANE, WasH. — A cooperative 
compliance committee has been organ- 
ized by the Spokane apparel and shoe 
trade and R. C. Nelson, manager of 
the Palace department store, has been 
elected chairman. Otto Warn, of Warn’s 
show store, has been chosen as vice- 
president. 

Other members of the committee 
from the two trades include: Merle 
Emry, Emry’s men’s store; Jack Gold- 
stein of Lubin’s women’s apparel store; 
Max Rogel of Savon’s, women’s apparel 
shop; Les Critzer, of Critzer’s men 


shop; E. S. McBride of McB 
apparel shop; Arthur Schulein, 
Schulein’s shoe store; and Ray 
Shahan, manager of Sears-Roe 
Company. 

The committee will meet oncé 
month, 


Springtime Window Promol 
Clearance Shoes 


DuLutTH, MInN.— The shoe de 
ment of the First Street Store, 
used a striking Spring display to 
attention to unrationed clearance s 
Theme of the display was wood 


and garden. A white picket 
which made up the background 
shoes on the pickets. At the fre 
both sides of the window branch 
slender trees were bent down to 3 
other shoes. In the center an 
tree had its low branches filled 
pairs of shoes. 

On the floor of the window 
shoes of many patterns in blacks 
brewn with some whites and a nw 
gay in color. Artificial flowers 
along the fence and along the bra 
of the trees added further to the 
ing of Spring. ' 
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MEN OF MERIT 


Mr. EARL $. BAKER, Manager 


HEALTH SPOT SHOE SHOP 
220 S$. Washington St. 
Marion, Indiana 


Mr. Baker's immediate success in the 
Marion Health Spot Shoe Shop proves 
that ability is well rewarded under the 
Health Spot profit-sharing plan. 


Health Spot Shoe Shop operators receive a liberal share of the 
profits they help to create, in addition to a regular salary. Men 
of high caliber with a rich background of experience gained from 
a long shoe-selling career, are becoming Health Spot Shoe Shop 
operators because they recognize the unusual opportunity that this 
plan offers in the way of increased earnings and they have the 
ability to make the most of this opportunity. 


MEN WANTED 


Opportunities are always open for men of merit. Send for application blank 
today if this profit-sharing plan appeals to you. 


Health spot Shee Company 


1240 W. LAWRENCE AVENUE + CHICAGO 40, -ILLINOIS 


Z> 
HEALTH SPOT SHOES FOR MEN, WOMEN AND CHILDREN 








Spring Hosiery Card Issued 


New York — Sunlit Shades, high- 
lighting three tones called Joytan, Sun- 
niblush and Cheerglo, are presented in 
the regular edition of the 1945 Spring 
Hosiery Card issued to members of The 
Textile Color Card Association. A new 
and interesting format is used this sea- 
son for presenting the colors in the 
regular hosiery card, it was stated by 
Margaret Hayden Rorke, managing di- 
rector. A separate page is devoted to 
each shade, which is portrayed in a 
large sample of hosiery material ap- 
proximately three times the size used 
in previous years. Fashion and mer- 


chandising notes are given for each 
color, linking it with the smartest cos- 
tume and shoe tones for the coming 
Spring and Summer. 

The regular hosiery edition is issued 
in cooperation with the National Asso- 
ciation of Hosiery Manufacturers. 


To Manage Regal Store 


OAKLAND, CALIF.—W. J. Gray is 
manager of the newly opened Regal 
Shoe Store at 1318 Broadway, Oakland. 
He has just been dischar from the 
U. S. Navy, but before that, he was 
assistant manager of the Regal San 
Francisco store. 


| Shoe Stores Show 


30 Per Cent Gain 


CoLuMBus, OH10—Shoe stores 


second among all classes of indepen 


retail business in the increased 
centage of sales during January, 

as compared with the same month 
1944 in Ohio, with a 30 per cent gai 
according to the survey of the By 
of Business Research at Ohio § 
University. Household appliance ¢ 
ers ranked first, marking a 44 per ¢ 
increase, but a group of 13 such ¢ 
ers of durable goods during Janug 
of this year reported dollar sales 
$52,484, while a group of 23 repre 
tative shoe merchants in that 
month reported dollar sales of $259.2 
Ranking third and fourth in percentag 
of increase were men’s clothing 
furnishings stores, 24 per cent, 
department stores, 15 per cent. 

The 23 shoe firms reported that 
during January were 27 per cent bel 
those for December of 1944. 

In Cincinnati, independent retaile 
gained "16 per cent in sales f 
January, 1945, compared with 
same month of 1944, while dollar 
ume increased 14 per cent in Toledo 
13 per cent in Columbus; 12 per a 
in Cleveland, and 10 per cent in Akre 
Canton showed a 2 per cent decre 
while in Dayton sales were off 4 pe 
cent. Sales are not adjusted for 
sonal or price fluctations, but are i 
dollar volume as reported. 


To Open Family Shoe Store 


Derroir, Micuh.— The Allen P 
Shoe Store is being opened at 662 
Allen Road in the Detroit suburb 
Allen Park by James Thompson 
Chester Merrick. Store will be a me 
ern family shoe store, with a gene 
shoe line. 

Mr. Merrick was formerly man 
of the Father and Son Shoe Store i 
Dearborn, another Detroit suburb, 
before that was with a Detroit ind 
trial concern. He will be active m 
ager of the store. Mr. Thompson, i 
partner, is a Detroit attorney. 














A ttichul 


Consistent Quality Since 1899 
in Fine Children's Shoes for Babies to Teen-Agers 


While total production is allocated to our present 
customers, our Post V-Day program will interest you. 











JULIUS ALTSCHUL, INC., 117-125 GRATTAN ST., BKLYN., N. Y. 
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Three Excellent $4 — $4.50 Retailers from 
GODMAN'’S SasalHAnch LINE 


ELDORA 


In these days of rationing and low inven- 
tories, shoes like these make headline news! 
Top-quality in their price bracket, y. m0 
fitting, styled right . . . BIG VALUE shoes 
that will make your customers gladly part 
with their airplane stamps! These Godman 
Tarsal-Arch shoes will be hot-sellers after 
the war, too. You can’t go wrong. So, send 
in your order now while our stocks of these 
numbers are large. 


ORDER BY NAME AND NUMBER 


Londa No. 1110, $2.60, Block Kid, 12/8 Lea. H. 
Rub. Top. 

This shoe is also available in EEE for additional 10c. 
If your needs call for shoes in the $5-$5.50 bracket, 
we recommend our Chessie, Tarsal-Tred grade Nurse, 
companion item to the Londa. 

Cereta No. 1140, $2.60, Black Kid, 15/8 Leo. H. 
Rub. Top. 

No. 1141, $2.60, Brown Kid, 15/8 Lea. H!. Rub. Top. 
No. 1150, $2.60, Blk. Kid—Pat. Tip, 15/8 Dress Lec. H. 
Nos. 1142 and 115! are available in EEE for addi- 
tional 10c. 

If your needs call for shoes in the $5-$5.50 bracket, 
we recommend our Dolores, Tarsal-Tred grade Gypsy, 
companion item to the Cereta. 

Eldora No. 1120, $2.60, Black Kid, 12/8 Leo. HI. 
Rub. Top. 

No. 1122, $2.60, Brown Kid, 12/8 Leo. HI. Rub. Top. 
If your needs call for shoes in the $5-$5.50 bracket, 


we recommend our Purr, Tarsal-Tred grade Nurse 
Gypsy, companion item to the Eldora. 


SEND RATION CURRENCY WITH YOUR ORDER. 


THE H. C. GODMAN 


COLUMBUS 


- «+ SAVE TIME! 


COMPANY 


16, OHIO 








Demand for Sport Types 


NEWARK, N. J.—A trend toward the 
purchase of loafer-type, moccasin and 
brown and white saddle oxfords is re- 
ported in Newark stores. Buyers are 
demanding more of sport types and 
higher grade footwear than in previous 
years with emphasis on durability. 
There have been heavy calls for rub- 
ber-soled sneakers with the demand far 
exceeding the available supply. 

In the “teen age and girls” depart- 
ments recent calls have been for dressy 
shoe types. Newark shoe men are 
anticipating that more bright colors 
will be called for, especially in patterns. 
A good season on play shoes is ex- 
pected. 


Stitchdown Manufacturers 
Top Red Cross Quota 


New YorkK.—Ward Melville, presi-- 


dent of the Melville Shoe Corporation 
and chairman of the Red Cross War 
Fund Campaign for the Boot and Shoe 
Industry in New York City, sent con- 
gratulations to Samuel G. Dones of the 
Prudential Shoe Manufacturing Com- 
pany of 152 Wooster Street, New York 
City, chairman of the Stitchdown 
Group, for the good showing of the 
stitchdown shoe manufacturers in the 
drive. 


According to Mr. Melville, the stitch- 
down factories are the first to complete 
their quota in the 1945 drive. The 


Points to Peril 
In Cartel Systen 


New York.—Speaking before th) 
National Conference of Business Pape 
Editors in the Waldorf-Astoria Hot 
March 19, J. Howard Pew, president 
of Sun Oi] Company, offered the sug. 
gestion that lend-lease materials which 
are surplus at the end of the war 
used as protection by the United State, 
if any attempt is made to strong-arm 
the United States into a post-war car. 
tel set-up. 

After the war in Europe ends, Mr. 
Pew stated, there will be “perhaps as 
much as thirty billion dollars’ worth’ 
of lend-lease surplus material that can 
be converted to peaceful industrial use. 
In disposing of that surplus material, 
he added, “a condition should be at 
tached that none of it may be sold o 
given to any enterprise that is a party 
to any carte] arrangement. 

“There have been suggestions in 
Congress that the surplus war material 
in this country should not be sold t 
monopolisic enterprises. There is no 
reason for any less exclusive require 
ment for the disposal of surplus mate- 
rial abroad.” 


In addition, he said, Congress could 
enact legislation making it unlawful 
for Americans to lend money to foreigy 
enterprises in cartels, he said. 


“We also could shut out of our rich 
market foreign monopolists set on dis- 
criminating against us and thereby 
driving us into a totalitarian economy,” 
he continued. “I am not proposing 
that any of these things be done. | 
merely suggest courses of action open 
to us as protective measures against 
countries, if any there be, attempting 
to strong-arm us into cartel arrange 
ments.” 


Mr. Pew had pointed out earlier in 
his address that some who favor cartels 
argue that “most of the world has em- 
braced cartels and there is nothing we 
can do about it—thus, we are urged 
to climb aboard the cartel band-wagon, 
even though it means the destruction 
of a system at home which has given 
our people the highest standard of liv- 
ing achieved anywhere at any time 
upon the earth.” 

He thought the surplus lend-lease 
materials and also the Bretton Woods 
monetary agreements could be utilized 
by the United States in self-protection 
in case pressure is exerted to make this 
country join an international cartd 
arrangement, 





Stitchdown Manufacturers of Greater 
New York raised $2,100 against their 
quota of $1,800, oversubscribing it 
$300, 

The quota for the industry is $75,000 
and of this approximately 75 per cent 
is already in. 
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Plan 5,000,000 Pair Purchase for April 





Footwear of Various Types to be Included in Procurement Plans of 
Army and Navy—Manpower Regulations Discussed at 
NESLA Meeting in Boston 


Boston — Proeurement agencies of 
the Army and Navy plan during April 
to award contracts for the manufacture 
of more than 5,000,000 pairs of foot- 
wear of various kinds. The Army 
breakdown, as furnished by the Boston 
Quartermaster Depot, includes 600,000 
pairs of service shoes and 2,400,000 
pairs of combat boots, already an- 
nounced; as well as 350,000 pairs of 
shoe pacs and a total of approximately 
$50,000 pairs of men’s low-quarter 
shoes, women’s field shoes, women’s 
combat boots and women’s low-quarter 
shoes. No break-down of Navy foot- 
wear is available. 

This procurement plan, insofar as 
the Army is concerned, is based on 
what the procurement officers feel that 
they can hope to get—not on what they 
feel they need. The purchase of 2,400,- 
000 pairs of combat boots at this time, 
it has been announced, will still leave 
the army short by about 2,000,000 
pairs. The vast increase in Army shoe 
requirements and its inevitable reper- 
cussions on the civilian supply were 
torecast in Boor AND SHOE RECORDER 
as early as January 1, but its effects 
are only now beginning to be felt in 
the shoe store, with the stepped-up pur- 
chases of the second quarter of 1945. 

Part of this information comes from 
an official press release of the Boston 
Quartermaster Depot, and part was re- 
vealed at a reecnt meeting of Army and 
Navy shoe contractors and procurement 
officers held at the Hotel Statler under 
the auspices of the New England Shoe 
and Leather Association. 

The meeting was called primarily, 
according to Maxwell Field, executive 
vice-president of NESIA, “to obtain 
authoritative explanations of all man- 
power regulations, forms and proce- 
dures which must be followed by Army- 
Navy contractors in order to secure 
necessary deferments of their key em- 
ployes in the 18-29 and 30-33 age 
groups, as well as referrals of new em- 
ployes to their plants by the War Man- 
power Commission.” 

“Such information,” said Mr. Field, 
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Dates to Remember 
Michigan Monthly Shoe Show, 
Hotel Statler, Detroit, Mich. 


Chicago, II. 

April 29, 30, May 1, 2, 1945 

Pennsylvania Shoe Travelers’ Asso- 
ciation Show, 
Hotel, 


William Penn 
‘a. 


Third Annual Show, Associated 
Shoe Travelers, Plankinton 
Hotel, Milwaukee, Wis. 

June 10, 11, 12, 1945 





“is vital if these contractors are to 
fulfill their contracts on schedule.” 

It was emphasized by most of the 
speakers, representing Army, Navy, 
War Manpower Commission and War 
Production Board, that, while the in- 
duction into the armed forces of many 
men now engaged in useful work is in- 
evitable, there exists the machinery to 
secure exemption for key men repre- 
senting from 12 to 15 per cent of the 
total number of workers. Contractors 
attending the meeting were urged, 
therefore, to file with Army and Navy 
procurement agencies a list of their 
key workers, listing them in the order 
of their real importance. It was also 
emphasized that these procurement 
agencies are in position to help con- 
tractors fill their labor ranks and even 
to assist in the procurement of materi- 
als, though contractors were asked not 
to make such appeals until all other 
available means have been exhausted. 
It was pointed out, furthermore, that 
there is no possibility of the shoe indus- 
try as a whole being classified as a crit- 
ical industry. Some exceptions, it was 
said, may be made in the case of fac- 
tories 100 per cent of whose capacity 
is being devoted to the production of 
footwear for the armed forces, and 

[TURN TO PAGE 101, PLEASE] 


Army Contracts Awarded 
For 7,000,000 Pairs 


Boston—Confirming the Army’s esti- 
mate that procurement of combat boots 
will be at the rate of approximately 
2,500,000 pairs per month—an estimate 
appearing elsewhere in this issue of 
Boor AND SHOE RecorpER—the Boston 
Quartermaster Depot has released the 
names of fifty shoe manufacturers who 
have been awarded contracts to fill that 
quota for the second quarter of this 
year. Awards announced total well 
over 7,000,000 pairs. Names of the 
contractors and number of pairs to be 
made by each, are: 

Endicott-Johnson Corporation, 1,043,- 
808 pairs; International Shoe Co., 915,- 
999; J. F. McElwain Co., 675,000; Gen- 
eral Shoe Co., 674,000; Brown Shoe 
Co., 504,000; Weyenberg Shoe Mfg. 
Co., 326,000; C. A. Eaton Co., 225,000; 
Freeman Shoe Co., 195,000; Gardiner 
Shoe Co., 150,000; Joseph F. Corcoran 
Shoe Co., 120,000; Craddock-Terry Co., 
120,000; A. H. Weinbrenner Co., 120,- 
000; R. P. Hazzard Co., 105,000; Perry- 
Norvell Co., 99,999; Commonwealth 
Shoe and Leather Co., 87,000. 

Shelby Shoe Co., 84,999; Mid-States 
Shoe Co., 84,000; Daly Bros. Shoe Co., 
81,000; Allen-Squire Co., 75,000; Hol- 
land-Racine Shoes, Inc., 75,000; A. R. 
Hyde & Sons, 82,500; Belleville Shoe 
Mfg. Co., 69,000; John E. Lucey Shoe 
Co., 66,000; William Brooks Shoe Co., 
64,800; Doyle Shoe Co., 60,000; G. P. 
Crafts Co., 51,000; Hubbard Shoe Co., 
60,000; Bridgewater Workers Co-Op. 
Association, 48,000; John A. Frye Shoe 
Co., 60,000; G. H. Bass Co., 30,000; 
Cannon Shoe Co., 30,000; J. M. Connell 
Shoe Co., 21,000. 

Chippewa Shoe Mfg. Co., 42,000; 
Farmington Shoe Co., 22,500; Field & 
Flint Co., 36,000; Hill Bros. Co., 35,- 
000; E. J. Givren Shoe Co., 45,000; J. 
Landis Shoe Co., 34,998; Jung Shoe 
Mfg. Co., 33,000; George E, Keith Co., 
42,000; Leonard & Barrows Shoe Co., 
60,000; Knapp Bros. Shoe Co., 54,000; 
Milwaukee Shoe Co., 51,000; Wall- 
Streeter Shoe Co., 36,000; M. A. Pack- 
ard Shoe Co., 30,000; A. S. Kreider 
Shoe Co., 30,000; Edwin Clapp & Sons, 
15,000; Nunn-Bush Shoe Co., 70,000; 
Red Wing Shoe Co., 45,000; and Han- 
over Shoe Co., 25,000. 
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THE ARNOFF SHOE CO., IO] DUANE ST., N.Y. C. 


PLAY-MOCS 


FOR MEN AND BOYS 
Beat This Value 


Selected Antiqued Brown Elk U 
Special Moccasin Last 

Genuine Leather Counter Pocket | 
Heavy Leather Sock-Linine 
Reinforced Ball Strap 
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Sturdy Leather Midsole 
Flexible Service-weight Comp, 





Immediate Delivery 
Send Ration Curreacy with order 














Suggests Revised Methods of Distribution 





H. O. Rondeau, President of New England Shoe and Leather Associa- 
tion, Agrees with Plan for Leveling of Production Peaks and Valleys 


Boston.—A revision in pre-war dis- 
tribution methods used by the shoe in- 
dustry is foreseen as a post-war de- 
velopment by H. O. Rondeau, president 
of the New England Shoe and Leather 
Association. This change will come 
about, he believes, as the result of war- 
time experience and will be adopted by 
the entire industry. Peaks and valleys, 
he says, will be leveled off and pros- 
perity will be more uniform throughout 
the trade. 

“I have heard it repeatedly said,” 
said Mr. Rondeau recently, “that the 
shoe manufacturing and retail industry 
has no reconversion problem at the end 
of the war. I believe this is true if the 
industry intends to go back to its old 
hit-and-miss policy of distribution, but 
I am hopeful that we in the industry 
will not allow this to happen. The war 
has forced upon manufacturers and dis- 
tributors the realization that with an 
even flow of production, business can 
be profitable despite increased costs and 
smaller volume. 

“There is an intensive study going on 
at the present time by leading associa- 
tions with the cooperation of large and 
small shoe manufacturers and distribu- 
tors, to find ways and means of elimi- 
nating the peaks and valleys of our in- 
dustry that were considered inevitable 
in the past. I believe they will come up 
with a plan which the industry will put 
into operation. Much more will be 
heard on the subject in the near future. 
The adoption of a sound plan will: 

“First, by making regular monthly 
purchases, eliminate many of the styl- 
ing errors which result in mark-downs. 

“Second, greatly reduce time between 
purchase and delivery dates, and insure 
on-time deliveries. 

“Third, greatly reduce the mortality 
rate of our manufacturers and retail- 
ers. 

“Fourth, make tax payers out of the 
fifty-odd per cent of our businessmen 
who over a period of years, in so-called 
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H. O. RONDEAU 


normal times, never made enough 
money to be eligible to pay taxes. 

“Fifth, give our employees the se- 
curity of a regular weekly wage. 

“Sixth, give the consumer a consis- 
tent product of better quality. 

“These are just a few of the advan- 
tages that will result from a_ well 
thought out plan. There are too many 
advantages to enumerate at this time 
that would accrue to our suppliers of 
leathers, fabrics, findings, heels, bind- 
ing, lasts, dies, patterns and other com- 
ponent parts, but steady production in 
the shoe factories would also result in 
eliminating their peaks and valleys. 

“This is the all-important post-war 
problem confronting the shoe industry 
whether it be the manufacturer, whole- 
saler or retailer, and I believe the solu- 
tion of this problem will mean that in- 
stead of the shoe industry being one of 
the low-profit, low-paying industries, 
near the bottom of the list of consumer 
goods industries, it will rise to the en- 
viable position of earning a fair return 
on investment, giving steady employ- 
ment to the workers. and a better value 
to the consuming public.” 














Dixon Re-elected Detroit 
Retailers Head 


'S. 





Detroit, MicH.—The Detroit Ret This 
Shoe Dealers’ Association has reelectam| ‘din 
C. Guy Dixon of the J. L. Hudson — 
pany as president for 1944-45. Mil jomer 
Dixon took office last Summer, succes many 
ing Walter Magee, who left Detroit toppe 
Philadelpha. moist 

Other new officers are: vice-prem| ATT! 


dent, Dermit K. McNab, Rollins; 
tary, Samuel Plotler, Original Samj 
Shop; and treasurer, Adolph Go 
Russek’s. 

Directors elected for three-year 
are: John Maloy, Ernst Kern 
pany; Ernest Beckler, R. H. Fyfe 
Company; H. C. Brunner, Scholl’s; a 
William Hoffman, Hoffman’s Shoes. 

Officers were informally installed 
a well-attended Installation Banquet i 
the Michigan Room of the Hotel Sta 
ler, with wives and families in @ 
tendance. Clyde K. Taylor was masté 
of ceremonies for the occasion. Soci 
and card party followed, with all 
rangements in the hands of David 
berwitz of Dave’s. 

J. E. Wilson and James Ertell, va. 
eran Detroit shoemen, were unanime 
ly elected life members at this meeti 
Fred Hogan, district OPA commoditi 
chief from Cleveland, came up for 
meeting, together with Fred T. Holde 
Detroit OPA shoe rationing officer. 

Corporal Fred Birndorf, son of M. 
Birndorf, owner of the store beari 
his name, was a visitor in uniform 
coming home on leave from the Willi 
Beaumont General Hospital at El P 
Texas. 
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Chicago Retailers 
To Hold Meeting 


CuicaGco, Inu.—The next meeting ' 
the Greater Chicago Shoe Retaile 
Association is scheduled for the 
ning of April 4 in the Hollywood Ro 
of the Hotel Morrison. As at previ 
meetings it will be preceded by a 4 
ner. The featured speaker will 
Joseph Meek, managing director of # 
Illinois Retail Merchants’ Associati 
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Magic Sa Support ~\ 


Corrects Most Foot Pains 


EXTRA Sales 
BIG. Profits 


‘Scott's HEALTH ARCH 


This marvelous 3-way support lifts Metatarsal, Longi- 
tudinal and Transverse arch . . . cushions heel bone. Gives 
instant, permanent relief. Foot bones resume normal posi- 
tion, nerve-pinch disappears, feet are “young” again! Cus- 
tomers delighted. Featured by hundreds of shoe-dealers, 
Resilient sponge rubber, 
topped with genuine leather, russet finish, treated to resist 


moisture. 
ATTRACTIVE PROFIT! Only $18 per dozen pairs. $205.20 


ORDER TODAY! 


many sell 500 to 1000 a year. 


per gross pairs. Shipped promptly. 


FOOT APPLIANCE CO., 
Omaha 8. Nebr 


Sell More 
Sell Foot Health 














Bellaire Shoes Make Up 
a Woman's Mind for Her! 


If she doesn’t know whether style, 
comfort or price should determine 
what she bu 
shoes—and her mind’s made up! 
Bellaire construction isn’t found 
in ordinary footwear. 


fit her to Bellaire 


x*r* 


To maintain equitable distribution among our 
retailers, we cannot at this time establish sew 


accounts. sf 


|YBELLAIRE SHOE COMPANY 


PORTLANO MAINE 





Ask Modification of Convention Ban 





Smaller Merchants Request Exemptions of Regional Shows — No 
, Relief Promised 


WasHINGTON, D. C.— Because the 
present convention ban applies to sea- 
mal merchandise display shows nor- 
ly held in many regional centers, 
hich smaller merchants Were accus- 
med to attending in order to save 
xtra buying trips to larger cities, such 
New York and Chicago, some of 
hese amerchants have been seeking 
Congressional assistance to modify the 
otal convention ban on all gatherings 
of more than 50 persons. 
After taking this matter up with Col. 
- Monroe Johnson, ODT Director and 
Chairman of the War Committee on 
Conventions, the House Small Business 
Committee was informed that the com- 
hittee will not recede from its position 
or make any exceptions to its total ban 
rule, 
The Johnson Committee admits that 
the ruling does work some hardship on 
i merchants obliged to take several 
Tips where one buying excursion to a 
regional show formerly served the same 
Purpose. The Committee, holds, how- 
@ver, that these regional shows con- 
tribute to peak transportation loan and 
overload vital hotel accommodations in 


hi, 1945 


a manner which doe snot aid the war 
effort. Summary of Mr. Johnson’s 
position is as follows: 

1, The United States is still fighting 
a two-front war at a time when it had 
been hoped the end of the European 
conflict might have already come, thus 
relieving the lines of the heavy burden 
of two-way military transport in this 
country. 

2. Heavy military procurement de- 
mands for the same strategic metals 
and machinery as are used to build 
railroad transport equipment have pre- 
vented railroads from adding new power 
plants and rolling stock needed for all 
transportation purposes. Railroads are 
now using mostly old equipment requir- 
ing frequent repairs. 

3. Increased troop movements within 
this country, carrying both fresh and 
wounded troops, have placed additional 
heavy burdens on these already over- 
loaded rail accommodations. 

4. Severe storms of the past Winter, 
particularly in principal industrial 
states, tied up movement of important 
war materials. As late as mid-March, 
in certain Northwestern freight yards, 


hundreds of freight cars containing 
vital war goods could not be moved for 
lack of locomotives to pull them. 

5. Engines and cars are being pulled 
off lines in interior sections to relieve 
bottlenecks in certain industrial areas. 

6. Hotel accommodations in principal 
cities, including regional centers where 
merchandise shows are usually held, 
are already badly overloaded to a point 
where holding of any gathering of per- 
sons not directly working in the war 
effort means only that persons engaged 
in military or war production work can- 
not find accommodations when conven- 
tions are being held. 

It is hoped that the total ban will 
only be.a temporary measure. To relax 
the ruling for one city and not for all 
would place the Johnson Committee in 
a position where more time would have 
to be devoted to surveying local claims 
than could be devoted to the main duty 
of expediting movement of war traffic. 

Conventions, conferences and group 
meetings which have an out-of-town at- 
tendance of 50 or less in addition to 
the local attendance do not require per- 
mits. Trade shows require the approval 
of the War Committee on Conventions 
if attendance or entires come from an 
area outside that served by local trans- 
portation facilities and if hotel sleeping 
accommodations are needed. 
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Shoe Men Will Modernize Stores After War 





BOOT AND SHOE RECORDER Survey Indicates that Majority of Re- 
tailers Are Considering Some Type of Remodeling When 
Wartime Restrictions Are Lifted. 


An idea of what the post-war shoe 
store will look like is afforded by the 
replies to 4 recent inquiry among shoe 
retailers by Boor AND SHOE RECORDER. 
Questions were limited to store ap- 
pearance and decoration; replies indi- 
cated that shoe men are waiting only 
until present restrictions are lifted to 
introduce improvements into their 
stores; 79.4 per cent of the replies con- 
tained an affirmative answer to the 
question of whether or not some sort 
of remodeling or modernization was 
intended. 

Interior redecoration is being consid- 
ered by most shoe men who replied to 
the questionnaire; with those consider- 
ing a new store front, glass or metal 
were the most popular materials. As 
far as interior decor is concerned, 60.6 
per cent favored visible stock over con- 
cealed stock for a men’s store, while 
only 47.9 per cent preferred visible 
stock over concealed stock for a women’s 
store or department, thus indicating 
that women’s preference for a salon- 
like atmosphere in which to shop exerts 
. definite influence on shoe store opera- 

on. 

Air conditioning, new carpeting and 
illuminated displays were considered 
favorably by a preponderance of those 
replying to the questionnaire, and new 
store lighting received consideration by 
more than half of these shoe men. 
Fluorescent lighting was the most popu- 
lar type of illumination considered. 

Following is the survey, together 
with the proportion of replies to each 
question: 


Post-War Shoe Store 


1. Do you plan to modernize or im- 
prove your shoe store for the post-war 
period when the present restrictions are 
lifted? 


ME ecko tdace cdvtesccexd 79.4% 
SRSA Re eee eer Ee 7.5% 
Undecided ..............- 9.4% 
No answer ....... gids dabsicia 3.8% 


2. Please check which form or forms 
your improvement will take: Complete 
new store; Simple redecoration; New 
furniture and equipment; Remodeled 
interior; New store front. 


Complete new store ....... 3.8% 
Simple redecoration ....... 10.8% 
New furniture and equip- 

Ph teh hi Seuxk> dn ctay 28.7% 
Remodeled interior ....... 30.1% 
New store front .......... 18.5% 
See AS 8.0% 


3. If you are considering a new store 
front, what — do you prefer? 
eee eer eee eeee 87 9% 


hanging showcase win- 
dows, lots of lobby space, 





and large plate-glass 


QE cétene sv chbisctcss 3.4% 
Depends on location ...... 6.9% 
Staple Bedford stone front. 3.4% 
Glass or metal style front.. 27.6% 
New permanent tanopy ... 3.4% 
Conservative ............. 3.4% 
ET 6.155 ci ob bic ocdee 10.3% 


Neon lighted marque with 
all windows changed over 3.4% 
4. In planning a men’s shoe interior 
or department for the post-war period, 
would you be inclined to favor: Visible 
stock; Concealed stock? 


Visible stock ............. 60.6% 
Concealed stock .......... 22.5% 
ST 16.9% 


5. In planning a women’s shoe store 
or department, would you favor: Vis- 
ible stock; Concealed stock? 


Visible stock ............- 47.9% 
Concealed stock .......... 33.1% 
We BOGUT ésd0ccebipcccee 19.0% 


6. Is your answer to the foregoing 
question based upon: Personal pref- 
erence; Actual merchandising experi- 
ence? 


Personal preference ...... 29.4% 

Actual merchandising ex- 
| Sey ee ee ee 58.2% 

pO eee 12.4% 


7. Will you kindly state briefly your 
reasons for preferring either visible 
stock or concealed stock style of in- 


terior? 
Visible Stock 


Gives customer feeling of 
wide choice of styles, 


NE, GUND 6 640 oy ale < <c 8.0% 
RENEE ob orcuiss ccowss 15.0% 
Maintains appearance of 

een CRON. 355 «aus ecese 2.7% 
Better suited dor small 

town shoe store ......... 8.0% 
Customers’ choice ........ 5.4% 
Preferred for selling high- 

grade shoes ............ 0.4% 
Salespeople concentrate on 

work because in full view 

of customer ............ 2.7% 
More room for customers 

SOE GEE Pode SHA bs Ses 3.5% 
Makes merchandising easier 0.4% 
Makes for neat appearance. 0.4% 

Concealed Stock 
Keeps customers unaware 

of stock conditions ..... 2.2% 
Provides for neat appear- 

GOBO. rs be Sb CVSS odd Vive 10.6% 
Allows for better stock con- 

centration ............. 1.3% 
Adds to store’s attractive- 

SND ic WARE Meese Cie oobi 1.8% 
More workable ........... 1.8% 
Leaves more room for dis- 


plays, etc. 


eee eee een eee 
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BROWN CANVAS OXFORDS 


NOT RATIONED 





Ne. 55—Brown aor Leather 


Midsole Cord Sole and Heel 
men's Sizes —— Fo ctesdve 1.95 
Boys’ Sizes 1-6 ........... 1.85 
No. 5i—Green Canvas—as above 
Men's Sizes G-ii ......... 1.65 
Boys’ Sizes 3-6 ........... 1.55 


Write for Folder 


CONJOR SHOE COMPANY 


287 Broadway New York City 














Customers’ choice 4.9% 
Makes merchandising easier 1.8% 
Preferred for high-grade 

No ae huh cea es 
Allows for exclusive selec- 


1.3% 


tion by salespeople ...... 0.4% 
ee Ge occ wigs che ons 0.4% 
SES CED. ccdccteseacnces 22.1% 
8. Aside from the question 


whether stock is visible or conce 
do you prefer: Standard interior; s 
type for women’s store; club-like 
mosphere for men’s store? 


Standard interior ........ 48.7% 
Salon type ..-sccccsccceee 20.5% 
Club-like atmosphere ...... 21.0% 
Me GROWER. ..05 04cccceseves 9.1% 


9. Are you giving favorable con 


eration to installation of air-condition 


ing when you remodel your store? 


We UCC e esha dues vbav' 63.0% 
BO Sci Piece cekgedccwoucss 18.2% 
No answer ........-+see0- 18.8% 
10. Will you purchase new ca 
ing? 
OS ee ee ae 15% 
inet pel ans a on ahes . 13.1% 
No answer .........--++: 11.9% 


11. Will you add more illuminate 
display cases and other kinds of # 


terior display? 
Yes 


“OPP eee eee eee eee 
eee eee ee eee eee een weee 


ee 
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Nettleton Shop 


Cuicaco, Int.—W. J. (“Pat”) O’Neil 
is now manager of the Nettleton Shoe 
Shop at 142 S. Dearborn Street, here, 


W. J. O'NEIL 


succeeding Leonard Sheehan who left 
Nettleton last November. Mr. O’Neil 
had been assistant to Mr. Sheehan for 
some time. He was earlier with Carson, 
Pirie, Scott & Co. 


Named President of 
Allen-Squire Co. 


SPENCER, Mass.—C,. Boyd Allen, for 
12 years associated with the company, | 
has been elected president of Allen- 
Squire Co. He is the son of one of the 
founders of the business. Other officers | 
elected include Charles E. Allen as 
treasurer and general manager, and 
Frederick B. Traill as vice-president 
and clerk of the corporation. Directors 
elected are C. Boyd Allen, Charles E. | 
Allen, Mr. Traill and Edmund H. | 
Squire. 

The company is now in production 
on military shoes, but in normal times | 
manufactures men’s and boys’ work | 
shoes. In January of the present year, | 
Ernest W. Carter of Marlboro, Mass., 
became general superintendent, he has 
~~ of all branches of manufactur- 
ng. 


—_——__— 


Skippy Moves Offices 


New YorK—Skippy Sandal & Slip- 
per Company Have taken offices at 31 
Union Square, here. The offices have | 
been moved from the factory at 215 E. | 
22nd Street, New York, to provide more 
production space at the plant. 


Correction 


In a news item in the March 1 issue | 
of the Recorper Louis H. Kamner’s 
name was misspelled. Mr. Klamner is 
the new basement shoe buyer at the | 
May Company store in Baltimore. 
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* TO THE 


New Home 
M. K.Weil Shoe Go. 


1215 Washington Ave. + Saint Louis, Mo. 


We're on the move again.. .thanks to the friend- 
ly cooperation extended us by the St. Louis shoe 
manufacturers, enabling us to have current 
quality shoes for immediate delivery . . And 
thanks also to both big and little retailers 
throughout the country for their recognition of 
our ability to bring them smart footwear to re- 
tail profitably. eke 6 4-6 ‘es, were 
growing... but always on the strength of our 
original “cornerstone” pledge of current quality 
style shoes for immediate delivery. To you all 

. Welcome to the new and greater Weil's. 





Philadelphia, Pa.—Ruth Lee Thompson, stylist for shoes at U. S. Rubber Com- 
pany, in the shoe department at Gimbel’s, here, during the store's second Annual 
Assembly of Famous Fashions. Theme of the assembly was “More Power to the 
American Fashion Label.” A fashion show presented in the store's auditorium fea- 
tured famous American fashions from all over the country. In addition, there were 
presentations in various store departments throughout the week. 





sary of the establishment of the store, 
recently, by giving a dinner party at 
The Harbor. Previous to the dinner, an 
informal party for their employees 


Party Observes 35th Year 


SANTA BARBARA, CALIF.—Michel A. 
Levy, Inc., observed the 35th anniver- 
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“While in Town See Weil”! 
for largest selection of 
grade cancellations and jobs, 


was given by Mr. and Mrs. Levy ZA 

their home. Go 
An institutional ad in honor of re 

occasion appeared in the local pape a 

Copy read, in part, “Through frien 

ship we grow .. . through unders 

ing we better serve. ... It is these 

strong pillars that support our no 

famous institution ... enabling ust 

widen our scope of service and becon 

a necessary part of this striving co 

munity.” 


Two International Employees 
Casualties in Germany 


MANCHESTER, N. H.—Two form 
employees of the Manchester 
Nashua branches of International She 
Co. became casualties within two dayy 
while fighting in Germany, according 
to messages received by relatives. 

Pfc. Paul Lavoie of Nashua, wh 
would have been 22 years old on Mart 
9, was killed in action on Feb. 10. Ht 
entered the service in February, 19 
and had been overseas since Maré 
1944. A brother, Sgt. Gerard Lavoie 
is also in Germany, and another, Mi 
8/3 Laurent Lavoie, USN, is in Frane 

Pfc. Maurice L. Fournier of Mar 
chester has been missing in action # 
Germany since Feb. 11. He had bet 
in the service since Jan. 11, 1943, set 
ing in both the Pacific and Europe 
areas. 


April | 
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r.and Mrs. Guernsey are 


typical of many families of 


leather producers whose hides 
and skins are changed by modern tanning 


into the comprehensive “family” of beau- 


tiful, colorful, sturdy leathers produced by 
the American Hide and Leather Company. 
Ranging from luxury calfskins to service 
weights, the American Hide and Leather 


Company family of leathers includes: 


ROSEBAY WILLOW CALF OOZE SUEDE CALF WHITE BUCK LEATHER 
WHITE PRINCESS CALF ROYAL BLACK CALF ROYAL SIDE LEATHER 
BLACK PRINCESS CALF COLORED WILLOW CALF AMERIGRAIN ELK SIDES 
CRUSHED CALF CADET PATENT LEATHER EMPIRE KIPS AND SIDES 


SPORT WILLOW CALF 


POCKETBOOK WILLOW’ CALF 


(The production of some of these leathers hos been discontinued by government restrictions.) 


AMERICAN HIDE end LEATHER COMPANY 


BOSTON, MASSACHUSETTS 
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Has A Right 


To Expect ... 


We have determined one fact 
concerning the expectations 
of discriminating men, about 
footwear. Because of our years 
of adherence to one standard 
— American men expect, and 
receive in Edwin Clapp fine 
footwear, the ultimate in 


quality. 
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To Open Second Store 


ComMPTOoN, CALIF.—Harry D. and 
Louis Marks, proprietors of Marks 
Bros. Shoe Store, here, will open an- 
other store in San Fernando. This is 
to be the second in a chain of shoe 
stores in Southern California. 

The new store, which is expected to 
open around July 1, will be modern in 
arrangement. The children’s depart- 
ment will-be arranged in the motif of 
a@ nursery, with animal seats to occupy 
attention of the children while they are 
being fitted. 

Headquarters of the firm will be in 


Compton. Plans are being made for 
expanding and modernizing the Comp- 
ton store as soon as material and man- 
power are available. 





Change Name to 
Gro-Cord Rubber Co. 


Lima, On10—Lima Cord Sole & Heel 
Company has changed its name to Gro- 
Cord Rubber Company, it has been an- 
nounced. The name Gro-Cord, which 
appears on the products of the firm, 
has been identified with the company 
for a number of years. 





Ayers Heads New 


Conservation Dri 


WASHINGTON.—The continu 
shortage of leather for civilian 































FRED L. AYERS 


has prompted an intensified prograp 
for the conservation of shoe leathey 
and for sole leather treatment by th 
Conservation and Salvage Division of 
the War Production Board. Fred L 
Ayers has been appointed director 
this program, under direction of Jame 
H. Hansen, formerly assistant director 
of the Conservation Division. 

A similar program formerly in op 
eration under Howard Coonley was 
aimed at conservation of sole leather, 
and encouraging results were obtained; 
it was estimated that approximately 
1,000,000 additional pairs of shoes a 
month were gained through sole treat 
ment alone. The program, in the op 
eration of which Mr. Ayers assisted as 
technical adviser, was discontinued 
when Mr. Coonley went to China with 
Donald Nelson. 

It has recently come to the atten 
tion of WPB, however, that leather és 
even scarcer now than it was when the 
previous program was instituted. J.A 
Krug, chairman of WPB, has advised 
extension of the program to include 
conservation of shoes already in the 
hands of consumers. An educational 
campaign will be an important part 
of its operation, instructing consumers 
in the need for caring for their shoes 
in order to lengthen the length of time 
in which they may be worn. This 
campaign will include features in news 
papers, in magazines, over the radi0 
and in the moving picture theaters 
In addition, there will be on exhibit a 
WPB a display designed by the gov 
ernment, showing shoes with treated 
soles. These shoes will be contributed 
by participating manufacturers. 

The promotion will be nationwide 
National associations of retailers and 
manufacturers have indicated willing 
ness to co-operate. New material @ 
the care of footwear, compiled by th 
Shoe and Leather Division of the De 
partment of Commerce, will be made 
available through this promotion. 
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OF THE SHOE INDUSTRY, BRANDING SUPERIOR PRODUCTS OF 
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IN STOCK 


TERMS 


Net 10 Days 
F.O.B. New York 
Minimum Orders— 
18 pairs 


* All Leather Uppers 


* Sock Lining Sewed In 
* Easy on the Feet 


158 DUANE STREET 


FOR BETTER GOING —SEE GERDA — 


i 
| 
: 
: 
| 
i 
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HOW TO PRICE ARTICLES IN A 
CATEGORY COMPARABLE TO A 
CATEGORY LISTED ON YOUR 
CHART OR IN THE CATE- 
GORY PAGE 


[CONTINUED FROM PAGE 70] 

Rule 5: To price articles of a cate- 
gory not listed in Column 1 of your 
chart but comparable to one of these 
categories, you price the new articles 
under Rules 1, 2, 3, or 4 as if they 
belonged to the first comparable cate- 
gory listed on your chart. 

(See comparable categories, Appen- 
dix D of the regulation to find which 
categories are comparable.) 


90 


FOR BETTER GOING —SEE GERDA — FOR BETTER GOING —S8E GERDA — 


CHILDREN'S ALL LEATHER SLIPPERS 


AT ONCE DELIVERY 
NON-RATIONED 


Infants’ Sizes 5-8 
Children's Sizes 8!/2-12 
Misses’ Sizes 12!/2-3 


SELLING FEATURES 

* Flexible-Hard Leather Soles 
* Brown or Tan; alsoRed * Fine Grain Leather 

* Scotch Plaid Linings 


* Regular Half Sizes 
Shoes, Slippers, Rubbers 

For Men, Women & Children 

Displaying 


Marbridge Bidg., Room 610 
Representative: Frank Murphy 


GERDA FOOTWEAR COMPANY, INC. 


$9.55 


per pair 





— WGNID 33S—ONIOS UILiss YO1 — VANES BES—ONIOD USLIZS HOS — VONSO 335—ONIOOD ¥I1138 ¥Os 


VGUS® 34S—ONIOO UIL138 BOs 


NEW YORK 13, N. Y. 


FOR BETTER GOING—SEE GERDA — 


Wounded in Action 


NasHua, N. H. — Pvt. Herman G. 
Lampron, who operated a shoe store on 
Main Street before entering the armed 
forces in June, 1943, was wounded in 
action in Germany and is now hospital- 
ized in Holland, the War Department 
has notified his wife, Beatrice Lampron 
of this city. 

The former shoe dealer is a brother 
of City Solicitor Edward J. Lampron 
of Nashua, and another brother, Capt. 
Leon Lampron, is an Army chaplain, 
serving in Belgium. 


| Foot Orthopedics 


[CONTINUED FROM PAGE 49] 


for seventeen years. He early bee 
interested in the orthopedic end of 
business and opened an orthopedic 
partment there. Six years ago 
Scientific Shoe Fitters venture 
started. Mr. Guilford, who trained 
Philadelphia for the work he is d 
has been in this field for sixteen y 
His father, before him, had been | 
gaged in the same work. 

Both men are enthusiastic about 
service they feel they are able to 
the community. Some of their cust 
ers are children—victims of infar 
paralysis or other disabling diseas 
The biggest thrill which anyone can‘ 
perience, they say, is to see these chik 
dren walk for the first time after hay 
ing been fitted with appliances whi} 
they have made. 

The field is wide open, according 
Mr. Marsal. The country needs 
establishments of this sort — to 
those who are suffering from si 
fatigue as well as those who have | 
more unfortunate. Especially now ft 
casualties from the war are return 
to this country will the need for w 
of this kind expand; at the pre 
writing, occupational accidents make 
a large part of the cases which 
to this store. Not until after the 
will we know how great the need 
be, but present indications are that the 
orthopedic shoe man will be in a - 
tion to render a necessary service 
large segments of the population. 


Support Is Urged 
For Cancer Research 


“Never before have we been so a 


| of the life saving power of scientific 


search,” says Clarence C. Little, S. 

managing director of the Americal 
Cancer Society. “Out of the laboratories 
and on to the firing line where millions 
of our young men are risking their 
lives, have gone sulfa drugs, penicillin, 
dried blood plasma. From the past we 


| ean take the names of killers conquered 


by science—yellow fever, smallpox, 
diphtheria, typhoid. 

“Today research against cancer 
stands on the threshold of new and 
great advances. It has already given us 
ways of producing and of controllim 
the production of the disease in labora- 
tory animals. It has begun to give us 
knowledge of how cancer cells differ 
from normal cells. 

“But cancer research needs financial 
support and more trained workers. It 
must be given the material aid and se 
curity to make it efficient and increas- 
ingly powerful. 

“The American Cancer Society may 
have a division of its Field Army neat 
where you live. If so go to it for free 
information. If it is difficult or impose 
sible to reach a local division, write d- 
rect to the American Cancer Society, 
Empire State Building, New York 1, 
N. Y.” 
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Allied hid Company 


BOSTON © NEW YORK © WILMINGTON © PHILADELPHIA © CAMDEN 


raw skin to finished product each 
skin of Kid is individually handled many times. With each 


operation the skins become softer and softer, losing none 


of their inherent strength. Due to the needs of the military and the 


infant’s and children’s market, the supply of Kid for fashion shoes 
will be inadequate for the next few months. When supplies 
are available it is hoped that new and interesting types of Kid will 


oie 


=P thx ‘igi 
‘or RE + be available for promotion in fashion shoes. 
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BACKING leads a se- 
cluded yet active life in 


footwear. Without it, a shoe 


material would not give the 


long service which the cus- 


tomer is entitled to expect. 





ACME’S backing does 
more than reinforce the 
upper. Even under today’s 
limitations with adhesive 
compounds, there are 
smooth, flexible, last-con- 
forming attributes of com- 


bining which ACME main- 
tains through unparalleled 
technological preparation. 


KEEPING ahead at our 
end puts the manufacturers 


we serve up front, too! 


BACKING CORP. 


& MULLANPHY sas 
WO 


ABE 


HADLEY 
ST. LOUTS 6. 





ABC 


Combiners of 
Fabric and Leather 
MERS. of 
BACKING 


CLOTH 


BY BAL TD 
BACKING Corp. 


LDOW A BOGARI 
BROOKLYN 6: N.Y. 
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Shoe Store Expanding 


NEWARK, N. J.—A remodeling and 
expansion program is under way at 
Stewart Brooks which has been han- 
dling women’s shoes exclusively. One 
of the front windows will be completely 
renovated as well as parts of the in- 
terior. New carpeting and chairs are 
being installed. 


The store will add a hosiery and bag 
department together with costume jew- 
elry. Established in 1938, Stewart 
Brooks is under the management of 
Jules Rudy. 
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Support OPA Authority 


Extension 


Detroit, Micu.—The Detroit Retail 
Shoe Dealers’ Association voted to sup- 
port a projected OPA extension of au- 
thority over commercial rentals, upon 
the initiative of Nathan Hack of the 
Hack Shoe Company. 

The projected freeze would protect 
stores whose leases may be expiring, 
it was pointed out. The entire matter 
was referred by the shoe men to the 
Detroit Board of Commerce, to enlist 
the support of all Detroit business men 
behind the venture. 








Hartnett Forms New 
Tanning Fira 


Ayer, Mass.— Frank H. Hartnett 


well known in the tanning industry fo 
over 35 years, has announced the form. 





FRANK H. HARTNETT 


ation of a new company, the Hartnett 
Tanning Company. The new company 
has acquired the tannery of the Ayer 
Tanning Company and, in this modern- 
ized plant, is now producing cuff and 
gusset leathers for Army combat boots. 
As soon as. conditions permit, leathers 
for civilian footwear will be produced, 

The entire output of the Hartnett 
Tanning Company wil be sold through 
the Colonial Tanning Company, Boston. 





Winning-the-War Theme 
For Father’s Day 


New York—Retailers are urged to 
publicize this year’s Father’s Day 
(June 17) differently than it has been 
publicized before. Instead of stressing 
the sale of merchandise, emphasize 
winning-the-war. Show the official 
poster, which signalizes this year’s 
theme, Home Bonds. Make window- 
displays institutional, not “selling.” It 
has been suggested by some merchants 
to devote one evening, 6 to 9, week of 
Father’s Day, to war bond selling ex- 
clusively. 

Father’s Day in 1945 will be the 
fourth wartime Father’s. Day—actually 
the sixth if we count the two Father's 
Days in World War I in 1917 and 1918 
The official plans made for this event 
stress help to our armed forces—and 
solidifying the future of the American 
Home. 

The Father Bond Drive is the heart 
of the campaign. In this effort the 
National Committee is cooperating 
with the U. S. Treasury. The observ- 
ance of Father’s Day, in all its phases, 
includes only those elements that make 
for Victory—supporting our fighting 
fathers in battle and in war plants at 
home; urging non-bsenteeism in wat 
plants, giving blood for our armed 
forces, salvaging of waste and econo 
mizing on critical war materials. 
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sales . . . in fact, just think... 


TIONAL PLAN. 





‘WORRIED ABOUT MERCHANDISE? 


Post-War Profits? Or the Problem 


The SHOE HONEYMOON is about over. 
Meeting last year’s sales will be tough with 
less and less merchandise to offer. 
customed to making $100 or more weekly won't 
be happy to make less, and these are your best 
men. CUBOID FOOT BALANCERS answer 
all these problems for an ever increasing list 
of the nation’s best stores. 


1944 Cuboid Records in Typical Stores 


Shoe Store Shoe Store Dept. Store Dept. Store 

New England Deep South Mid-West Far-West 

Net Sales ...... $29,271.00 $21,558.15 $27,921.37 $15,914.35 
Net Profit ..... $ 5,854.20 $ 4,311.63 $ 5,584.27 $ 3,182.87 


Think of the added merchandise these buyers can offer. Think of 
the extra income it affords their shoe salesmen. Think of the FREE 
advertising they enjoy. Think of the complaints turned into double 
and you'll join the CUBOID band 
wagon. Concession plan with trained operator, or CO-OP PROMO- 


of Keeping Men? 


Men ac- 




















Speed-Up Seen in 
Army Shoe Program 


BostoN—Indicative of the urgency 
of the Army’s footwear procurement 
program is a Boston Quartermaster 
Depot release dated March 21 listing 
the quantities of shoes of different 
kinds which the Army expects to have 
delivered to it during April alone. Of 
the more than 7,000,000 pairs of com- 
bat boots, already announced as the 
second quarter requirements, approxi- 
mately 2,300,000 pairs are to be made 
during the first month of the three- 
month period. 

Other April requirements, not previ- 
ously announced, include more than 
1,000,000 pairs of service shoes with 
composition soles and reversed uppers; 
about 340,000 pairs of shoe pacs; 150,- 
000 pairs of low-quarter tan shoes; 
47,000 pairs of women’s shoes of vari- 
ous types; and 8,000 pairs of ski boots. 

new awards are: 

Service Shoes—Craddock-Terry Co., 
201,000 pairs; Allen-Squire Co., 15,000; 
Ascutney Shoe Corporation, 22,000; 
Bedford Shoe Co., 8,000; Belleville 
Shoe Mfg. Co., 10,000; William Brooks 
Shoe Mfg. Co., 12,000; Brown Shoe Co., 
15,000; Cannon Shoe Co., 13,334; J. W. 
Carter Co., 37,000; G. P. Crafts Co., 
5,000; Daly Bros. Shoe Co., 5,000; W. 
L. Douglas Shoe Co., 10,000; Diamond 

Co., 94,794; Endicott-Johnson 
Corporation, 82,000; Farmington Shoe 
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Mfg. Co., 3,000; General Shoe Co., 
90,000; Hill Bros. Co., 3,000; R. P. 
Hazzard Shoe Co., 5,000; Hubbard Shoe 
Co., 5,000; Hanover Shoe Co., 20,000; 
International Shoe Co., 17,666; Koss 
Shoe Co., 22,000; Knapp Bros. Shoe 
Co., 12,000; A. S. Kreider & Son Co., 





10,000; J. Landis Shoe Co., 7,000; Le- | 


verenz Shoe Co., 19,000; J. F. McEl- 
wain Co., 20,000; Musebeck Shoe Co., 
12,000; Nunn-Bush Shoe Co., 50,000; 


Perry-Norvell Co., 4,000; John Pilling | 


Shoe Co., 6,000; and Regal Shoe Co., 
6,000. 

Low-Quarter Tan Shoes—Brockton 
Boot & Shoe Co., 5,000 pairs; Brown 
Shoe Co., 20,000; Connolly Shoe Co., 
10,000; Conrad Shoe Co., 6,000; Endi- 
cott - Johnson Corporation, 21,818; 
Farmington Shoe Mfg. Co., 4,500; 
Florsheim Shoe Co., 15,682; French, 
Shriner & Urner Mfg. Co., 6,000; Hub- 
bard Shoe Co., 7,000; J. Landis Shoe 
Co., 4,000; John E. Lucey Shoe Co., 
5,000; Leonard & Barrows Shoe Co., 
10,000; Regal Shoe Co., 18,000; Teeple 
Shoe Co., 12,000; and Wall-Streeter 
Shoe Co., 5,000. 

Shoe Pacs—Converse Rubber Co., 
20,658 pairs; Endicott-Johnson Cor- 
poration, 20,000; Goodyear Mfg. Co., 
19,000; Hood Rubber Co., 90,000; La- 
Crosse Rubber Mills, 19,342; Servus 
Rubber Co., 17,000; Tyer Rubber Co., 
20,000; and United States Rubber Co., 
135,000. 

[TURN TO PAGE 96, PLEASE] 
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YEAR- ROUND 
SALES APPEAL 


The popularity of “Bedtimers” knows 
no season! They’re whisked off your 
counter just as fast in June as January. 
Here are the reasons—“Bedtimers” 
are high style scuffs ...made in popu- 
lar colors. The fine materials plus ex- 
pert workmanship assure repeat sales. 
And national advertising is backed 
by able merchandising support. 
Don't forget, the name “Kleinert’s” 
on “Bedtimers” is your guarantee of 
quality, service and performance to- 
day ... just as it has been on every 
Kleinert’s product for 75 years. 


Lecoces 75 


T.M. REG. U.S. PAT. OFF. 


new york 





93 

















thre 
7 Bay 


MOCCASINS 











HEAVY BROWN UPPERS $4]-45 
ORTHOPEDIC RUBBER SOLES 
IN STOCK 





MEN'S SIZES 6-12 $1.45 
BOYS’ SIZES 3-6 $1.40 


WRITE FOR FOLDER 
GIRLS’ MOCCASINS AND SLIPPERS 


CONJOR SHOE CO. 
287 BROADWAY NEW YORK CIT) 


FOOT BATHS 


FOOT RELIEF 
e---} $1.00 








FOOT BATHS) money back 
Athletes Foot guarantee. 
Tired Perspiving. | 50% PROFIT 
udsstzscurey | OR. E. BROWN 
: : 620 N. Central 





Glendale 3, Calif. 














X-RAY SHOE FITTERS 


HERE IT IS! 


The new improved X-RAY 
Shoe Machine. 











The result of M. 8. Adrian's 30 years ex- 
perience representing the finest in X-Ray Shoe 
Fitting equipment. 
Literature om request. 
M. B. ADRIAN & SONS CO. 
X-Ray Manufacturers 
3117 Se. Legan Ave. Milwaukee 7, Wis. 
Service and Supplies for your present machine 
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Banquets Honor Rubber Company Veterans 





Twenty-nine salesmen of the Mishawaka Rubber & Woolen Mfg. Co. were honored 
recently at o Paimer House meeting in Chicago. Gold pins were presented to the 
men in recognition for their service. Stephen |. Rudd (center) has served 43 year 
—longer than anyone else on the sales force; E. J. W. Fink, president, and gener 
manager, Is shown at the left, and G. D. Babcock, sales manager, is at the right, 




































Five members of the factory organization of Mishawaka Rubber & Woolen Mfg. 

Co. who have served 50 years or better. From the left they are: Mike Huenerkopi, 

62 years; Ira Boles, 51 years; Emil De Clercq, 52 years; Ervin Keiser, 52 years; 
and Andrew Horning, 53 years. 


MISHAWAKA, IND.—Two banquets 
were given recently by the Mishawaka 
Rubber & Woolen Mfg. Co. to honor 
veterans of their sales and factory 
force—one in Chicago for the salesmen 
and the other in Mishawaka for the 
factory veterans. 

At the Palmer House in Chicago, 
twenty-nine of the firm’s salesmen, who 
had a total of 744 years service, were 
honored by the award of gold pins in- 
dicating their length of service with the 
company. Each had been associated 
with the firm in excess of twenty years. 
Stephen I. Rudd led with 43 years of 
sales service and was presented with 
a diamond pin by G. D. Babcock, man- 
ager of sales. 

Shortly after the Chicago meeting, 
the company gave another banquet, this 
time to honor 480 of its factory and 
office employees who had completed 
twenty-five years or more of service 
with the company. The five in the or- 
ganization who had completed over 50 
years of service were presented with 
gold watches by E. A. Luxenberger, 
factory manager. To all other members 
present that evening he gave gold pins 
designating length of service. 

F. A. Miller, manager of the Indus- 


trial Relations Department, was master 
of ceremonies for the occasion. The 
three speakers were Mr. Luxenberger; 
E. J. W. Fink, president and general 
manager; and G. W. Blair, vice-presi- 
dent. Mr. Luxenberger discussed the 
immediate and post-war future of the 
company. Mr. Fink and Mr. Blair re 
galed the audience with many interest 
ing stories concerning the five senior 
employees. 

Through coordination and exchange 
of ideas and the whole-hearted coopera- 
tion between the veterans of the factory 
and the sales organization, the com- 
pany’s high standards of quality and 
service have been maintained. At the 
present time it is expending most of 
its efforts to produce articles for the 
armed forces—leather shoepacs, arctic, 
duffel socks, woolen socks, knit wool 
boots, waterproof rainwear, diving 
suits, bullet-sealing gasoline tanks and 
many other articles that are essential 
for the protection of our fighting men 

In spite of this tremendous produt 
tion for the armed services, the plant 
has also been manufacturing essential 
footwear items for civilian consump 
tion. The footwear available is nece® 
sarily limited in quantity and variety. 
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Popular Price Group 


New YorK—At its first annual meet- 
ing at the Hotel Biltmore, New York, 
the National Association of Popular 
Price Shoe Retailers reelected I. M. 
Kay of Berland Shoe Stores, St. Louis, 
president; David W. Herrmann of 
Murray M. Rosenberg, Inc., New York, 
vice-president; J. O. Moore, of Miller- 
Jones Co., Columbus, Ohio, 2nd vice- 
president, and George L. Smith of G. 
R. Kinney Co., New York, treasurer. 
Edward Atkins was reappointed execu- 
tive secretary and Benjamin Seligman 
was renamed general counsel. The en- 
tire board of directors of eleven was 
teelected for a year and two new mem- 
bers were added, as follows: Lawrence 
Merle of Endicott Johnson Corp., En- 
dicott, N. Y., and Alfred L. Morse, 
Morse Shoe Stores Corp., Boston. The 
association voted to shorten its name to 
Popular Price Shoe Retailers Associa- 
tion. 

The group endorsed the formation of 
an Export Control Committee by James 
F. Byrnes, Stabilization Director. The 
group also voted to, support congres- 
sional amendments which would au- 
thorize the OPA Administrator to con- 
trol commercial rentals. The associa- 
tion felt that the popular price shoe 
industry required curbs on rental costs 
since it was faced with the prospect 
of declining volume, mounting costs 
and competition for store locations from 
unregulated industries such as apparel 
which are enjoying tremendous sales 
booms. The association had as luncheon 
guests and as participants in informal 
conference period which followed the 
following government officials: Max 
McCullough, Deputy Administrator for 
Rationing, OPA; William A. Molster, 
Director, Miscellaneous Products Ra- 
tioning Division, OPA; Sherwood Gay, 
Price Executive, Leather, Fur & Fibers 
Branch, OPA; and J. Edson Andrews, 
Chief, Shoe Branch, Leather and Shoe 
Division, WPB. Charles I. Rockmore, 
president of the National Shoe Fabrics 
Association was also a guest. 

In addition to the existing commit- 
tees which were retained, a new hosiery 
committee was formed with Benjamin 
Kellner of Kitty Kelly Shoe Corp. as 
chairman; Alfred L. Morse, and Louis 
Fried of Siegel & Fried, New York; 
also a record-keeping committee with 
Richard Neulander of Murray M. 
Rosenberg, Inc., chairman; Thomas 
Harper of G. R. Kinney, George Heald 
of Butler’s, Inc., Atlanta, Ga., A. T. 
Leimbach of Edison Bros. Stores, St. 
Louis, Mo., and Michael Ketz of W. T. 
Grant Co., New York. : 


Lawrence Merle has been added to 
the price committee and Walter E. 
Barnes has been added to the post-war 
planning committee. 

















121 Beach Street, Boston 11, M chusetts 
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MILITARY & LEND-LEASE 
Army Cuff Sides 
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Gorrison Linings 
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N. BREZNER & COMPANY, Inc. 
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Consumer Information 
Attached to Shoes 


BROCKTON, Mass.—While not a new 
idea, always a good one is to give to 
the customer, at the time of sale, print- 
ed matter re-emphasizing the selling 
points of the merchandise in question. 
This is done effectively for the mer- 
chant by the Charles A. Eaton Com- 
pany in whose factory an informative 
tag in three colors is attached to a lace 
of every pair of Etonic Arch shoes for 
men. This “tag,” in reality a small, 
four-page folder, pictures the skeleton- 
ized shoe, illustrates the comfort and 





corrective features which have been 
built in and teaches the wearer how to 
care for the shoe in order to get maxi- 
mum wear and satisfaction. 


To Hold Local Showing 


OMAHA, NeEB.— Jack Clark, former 
president of the National Shoe Trav- 
elers’ Association, and now secretary 
of the Mid-Western National Shoe 
Travelers’ Association, announces that 
his organization will hold a show at 
the Hotel Paxton, Omaha, on -May 6 
and 7+ This will be of a purely local 
character, held for the benefit of buy- 
ers in the Omaha territory. 
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BARIS SELLS 
Merchandise, Better for Lose 


BARIS SHOE CO.., Inc. 
Worth 2-5180-1 
79-81 Reade St., New York 7, N. Y. 
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FOOT APPLIANCES 


IT’S NEW 


“SeamLess" Bunion Protector 


YX 


Made of Top Grain Cowhide, De- 
signed in one piece and Moulded so 
as to fit the large joint perfectly . . . 
eliminating shoe distortion. There 
isn’t a Seam or a Ridge to cause any 
painful friction. 

Your SHOE FINDER has MODERN'S 

SEAMLESS BUNION PROTECTOR 

i not, write 











MODERN ORTHOPEDIC 


APPLIANCE COMPANY 
109 West 26th St., New York 1, N. Y. 











Speed-up Seen in 
Army Shoe Program 


[CONTINUED FROM PAGE 93] 


Women’s Combat Shoes — United 
States Shoe Corporation, 10,000 pairs; 
Milford Shoe Co., 10,000; George E. 
Keith Co., 6,000; and B. A. Corbin, 
4,000. 

Women’s Low Service Shoes—George 
E. Keith Co., 13,000 pairs. 

Women’s Low Black Shoes — Gray 
Bros., 4,000 pairs. 

Ski Boots—Freeman Shoe Corpora- 
tion, 4,000 pairs; and A. E. Nettleton 
Co., 4,000. 


% 





Seven Receive Promotions at Boston QM) 





Left to right: First row: W/O Francis Day, W/O Emil Reiner, Col. W. J. Calveri, 

QMC. Second row: Capt. R. E. McGinnis, W/O Francis Dykeman, W/O Isadon 

Greenberg, Col. J. T. Curtis, Third row: Maj. H. H. Crane, W/O Harry Sternber, 
W/O Clarence M. Von Der Heide, W/O Ralph Bond, Col. M. A. H. Smith, 


Boston, Mass.—A high spot in the 
careers of seven enlisted men promoted 
to the status of Warrant Officer was 
marked recently at the Boston Quar- 
termaster Depot, the largest Army shoe 
procurement center in the world. 

All seven men are cost accountants 
who have graduated from Army Fi- 
nance School purportedly to examine 
and check cost estimates submitted by 
shoe contractors and to make field 
studies when necessary. 

The step from enlisted man to War- 
rant Officer status was highlighted by 
the remarks of Col. W. J. Calvert, 
Commanding Officer, who said it was 
indeed a unique experience for seven 
enlisted men to pass, in the space of 







nine hours, from enlisted man to officg 
status. Col. Calvert handed each mm 
his honorable discharge from the Army, 
and then immediately pinned on th 
maroon colored bar of a Warrant Off 
cer. The oath of office was administere/ 
by Capt. R. E. McGinnis, QMC, Ad 
jutant. 

The following were given the signal 
honor: Cpl. Emil Reiner, New York 
City; Sgt. Ralph E. Bond, Greenwich, 
Conn.; Sgt. Isadore Greenberg, Bronx, 
N. Y.; Cpl. Clarence M. Von Der Heide, 
New York City; Cpl. Francis C. Dyke 
man, Richmond Hill, N. Y.; Cpl. Harry 
Sternberg, New York City; Sgt. Fran 
cis X. Day, West Roxbury, Mass. 








Guild Told Who 
Buys Costly Shoes 


New YorK—A regular meeting of 
the Guild of Better Shoe Manufactur- 
ers was held recently at the McAlpin 
Hotel, here. This was a dinner meet- 
ing at which Herbert M. Steele, man- 
ager of the sales presentation depart- 
ment of The New York Daily News, 
gave a merchandising study of fine 
footwear. 

Mr. Steele made a visual presenta- 
tion of a study based upon 15,000 actual 
customers of a high-priced footwear 
company. This survey which took a 
year to compile included a comprehen- 
sive break-down of the people who pur- 
chase high-priced shoes. 

After these enlightening facts were 
given, A. H. Bogutz, president of the 
Guild, said, “This survey disclosed 
there is a great middle-bracket market 
that we top-grade shoe manufacturers 
haven’t touched.” The astounding truth 
that high-quality footwear is purchased 
principally by people who have modest 
incomes was the subject of a round- 
table discussion after Mr. Steele’s 
speech. 

This was followed by a short busi- 








ness meeting. The 12-month shoe pur 
chase plan which is a Guild aim wa 
further crystallized. No action wa 
taken by the board of directors preceé- 
ing the regular meeting. Plans relat 
ing to the welfare of the Guild ate 
being formulated. The next meeting, 
a luncheon, is scheduled for the second 
Tuesday in April. 

Members of the guild are completing 
their lines of Fall footwear which wil 
be shown for several weeks, as report 
ed, starting on April 16. Fall shoe 
will be shown in the showrooms of all 
Guild members. 





Michigan Travelers Join 
National Group 


Derroir, MicH.— Shoe salesmen @ 
Michigan have made formal affiliatia 
with the national organization of th 
industry as a result of the unanimow 
decision of the Michigan Shoe Traver 
ers’ Club to join the National She 
Travelers’ Association. The Michig# 
body was organized about twelve year 
ago,’ but has always been an ind 
pendent organization without national 
affiliations. It now has an enrollmett 
of 130 members, according to S. § 
Weiss, president. 
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PAGES THAT LEAD 
TO PROFIT with 
GRO-CORD soles & heels 


We're going right to the heart of 
America with “the sole of America”— 
GRO-CORD. Our stepped-up adver- 
tising campaign is bound to make 
thousands step into stores and step 
out with shoes with GRO-CORDS— 
the bottoms that are really tops. With 
more GRO-CORD models in your 
line, you’re right in line for added 
prestige and profit. 


GRO-CORD 


RUBBER COMPANY 
LIMA, OHIO 


Formerly The Lima Cord Sole and Heel Co. 


April 1, 1945 


ARNUFS 





exty Vad es 4 Experienced craftsmen 


have blended real brown pigskin cross- 
straps with genuine leather outer soles 
to produce an unbeatable slipper. Soles 
stitched by the famous Goodyear process 
assure that the slipper can “take it” under 
all conditions. 


SERVICE Slip-ins nest compactly. A 


pair weighs but 10 oz. and takes little 
space when stowed away in barracks, 
duffel or traveling bag. They are just the 
thing to ease men's feet after the day's 
details; also perfect for wear to and 
from the, shower or beach. 


VALUE Tops in materials and con- 


struction, comfort and durability, che 

good-looking “Service” Slip-in gives 

men their money's worth. They rank 

high among the articles that are NOT 

thrown away when men go overseas. 
Men's Style No. 222 

Standard Packing — 36 pairs per case 

assorted either 6 to 12 or 7 to 12 as fol- 

lows: 

Sie 6 7 8 9 10 11 12 Total 
6-12 1 4 10 10 8 2 1 36pairs 
7-12 4 10 11 8 2 1 36pairs 
Terms 2% 10 EOM Net 30—F.O.B. N. Y. 


_ SERVICE 
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Leathercrafters Since 1927 
120 East 16th Street, New York 3, N. Y. 
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INFANTS’ SHOES 


~ 








_ IN STOCK 
Infants White Kid Shoes 


Style $507—Semi-hard Sole-Creepers 
Sizes | to 4 $y-10 @ pr. 
Style 2401—Soft Sole—Mocassin 


Vamp Sizes 0 to 3 .90 @ pr. 


Prices F.0.B. Chicago 2% 10 days Net 30 


Packed 72 pair to case—Minimum 
orders accepted 18 pr. per style 


WILLIAM COHAN CO. 


— Third Floor — 
Pley Shoes-House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, ill. 











SANDALS 
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Non-Rationed 
LEISURE SANDALS 


Imitation Leather Uppers; 
Composition Rubber Soles 


Children’s Sizes 5-11 
Misses’ Sizes 12-3 
Ladies’ Sizes 4-9 


Red, Beige, White 
Packed one color, one size range to case 


ORDER Now 


CONJOR SHOE COMPANY 


287 Broadway New York City 














Observes Fiftieth 
Business Year 


CuicaGo, ILt.—George M. Groves, 
Chicago wholesaler, has reached his 


GEORGE M. GROVES 


50th year in the shoe business. In 1895 
he began his shoe career with Harry 
Lobdell, a wholesaler, here, and in 
1903 he formed his own business with 
William Rood, operating as Groves & 
Rood Shoe Co. until 1926. Since then 
the company has been operated as 
Groves Shoe Co. 

A number of years ago, Mr. Groves’ 
son, Dennison, joined his father in the 
business. Since then, Mr. Groves, Sr., 
has been developing an export shoe 
trade. 


NYSSRA Meeting Scheduled 


For June 


RocHESTER, N. Y.—‘We shall meet 
at Syracuse under the sunny skies of 
June, “announces John J. Moore, presi- 
dent of the New York State Shoe Re- 
tailers’ Association, in its Bulletin, 
enumerating the following as reasons 
for the cancellation of the mid-Winter 
meeting. z 

“Blizzards came howling along with 
mountains of snow; fuel supplies gave 
out; buses and trains were stalled; 
many members and some of our speak- 
ers sent word that they were ‘snowed 
in’ and could not reach Syracuse. So 
we called it off. 

“But we will have a better meeting 
in June than would have been possible 
in February,” President Moore con- 
tinues. “For one thing, the weather will 
be under control. But more important, 
our armed forces are moving from vic- 
tory to victory, and we know the view 
of the future will be clearer by then. 

“That is why the ablest speakers we 
can get will be at the June meeting, the 
exact date for which will be deter- 
mined later, and we shall have a pro- 
gram to stay in business and be pros- 
perous after the war. United in our 
association—standing together—we can 
plan prosperity and achieve it. 

“There will be fewer pairs of shoes 














a . MEMBER 


The impressive styling and the fine 
quality of Casuals, the original quality 
casual shoe for men, are unchanging. Dis- 
criminating men count on them today 


LOS ANGELES, 15 





at the belles shops 
ft 6.95 


SWANKIES, INC. 


1630 So: Los Angeles St., Los Angeles 15, Calif 





made in the coming year. Which meats 
that shoes will be rationed more thinly 
than ever to retailers. . . . It is tim 
that we did a little rationing on @ 
own part among our customers to 
that they are apportioned fairly. 
éustomer to whom you sell three # 
four pairs of shoes at one time ma 
swell with pride because of his ‘shrewe 
ness’ in buying so many, but will neve 
thank you, while the customer 
hears of it—but gets none when 
needs shoes—will never forgive you.” 
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7 C, Godman 
is to Board 


CorumBUS, OHI0—The board of di- 
wtors of H. C. Godman Company was 
sed by five members recently at 
annual stockholders meeting, here. 
is in line with company policy 
i name men active in the management 
» the board. The new members are: 
J, Kuhn, U. L. DuBois, G. E. Hym- 
Jr., E. E. Smith and J. L. Davis. 
members of the board who 
reelected are: F. A. Miller, J. O. 
D. P. Carey, B. H. Crompton, 
Vorys, J. H. Bauermeister, H. J. 
n, C. A. Laubach, Jr. 
ving the stockholders meeting 
tors meeting was held at which 
¥ of the company were re-elected. 
A. Miller, chairman of the board; 
lO, Moore, president; D. P. Carey, 
resident and treasurer; B. H. 
pton, vice-president and_ sales 
pr; J. L. Davis, secretary and 
t treasurer; E. E. Smith, assis- 
secretary. 
The company reported consolidated 
profit of $183,506.89 for the year 
mding December 30, 1944. This com- 
favorably with a net profit of 
83.28 reported for the year ending 
rember 30, 1943. 


. K. Weil in New Quarters 


Sr. Louis, Mo.—The M. K. Weil Shoe 
. now occupies new and modern quar- 
at 1215 Washington Ave. The 
room and floor space available 
phousing shoes is six times that 
the old location. The offices and sam- 
foom, distinctly modern, are done 
atural wood finish with fluorescent 
iting throughout. Samples are shown 
@large open display case built in a 
irdle, with indirect lighting. 


ase Space in 
lepartment Store 


8 ANGELES, CALIF. — Gude’s shoe 
has leased space in Coulter’s 
ttment Store where a high grade 
department has been installed. 

iiton Wesson, who has been with 

e's downtown store for years, is 
ge of the department. Coulter’s, 

it@ated in its own new modern build- 

min the Miracle Mile district out 

ilshire way, is one of the city’s fine 

iestablished stores. This is the first 

fime shoes have been sold in this estab- 
ent. 


warded Patent on New Form 


; Avsurn, N. Y.—The Shoe Form Co., 
ree Mm, has been awarded Patent No. 
e mag00112 covering a Double Tre-ette for 
nrewemsplaying men’s shoes. 

never This light weight, durable form pro- 
Ss an effective closure for the top 
len ifthe shoe, and adds a touch of smart- 


ou.” B"ss and quality that stimulates the 
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days of summer . 


all our dealers will share. 





THERE ARE 


We 


IN YOUR FUTURE... 


Slippers for that longed-for-leisure . 


. . Casuals for carefree 


. . Yes, you shall again find Swan Slippers 
and Play-Gay Casuals stepping rightly, in your fashion futures. 
Let's hope that day will be soon. And in the meantime we 
continue to apportion Swan Slippers and Play-Gay Casuals so 


SWAN SHOE COMPANY, INC. 


Makers of Swan Slippers and Play-Gay Casuals 
BALTIMORE 


18, MARYLAND 





sale of shoes. Tre-ettes are self-sup- 
porting and are available in a choice 
of colors. 


Changes in Heywood Officials 


Worcester, Mass.—Charles S. Hoar, 
for more than 45 years associated with 
the making of men’s fine shoes, has 
been elected executive vice-president of 
the Heywood Boot & Shoe Company, 
here. New president of the 80-year 
old firm will be Dorothy Chester Hey- 
wood of New Canaan, Conn., a grand- 
daughter of the founder, who will rep- 


resent the family interests. Chester 
D. Heywood, president for the past 
seven years, has resigned due to press 
of other business. S. Chandler Dobbs, 
chairman of the board, and Edward 
A. Fargo, Jr., vice-president in charge 
of sales, will continue in their present 
executive positions. 

Mr. Hoar’s promotion is in recogni- 
tion of his many years of service with 
the company. Starting as shoe cleaner 
in the treeing room in 1900, Mr. Hoar 
progressively was advanced to sales- 
man, designer, sales manager, assistant 
treasurer and vice-president since 1938. 
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SHOE BEAUTIFIERS 


by 
DANIELS 





Designers and Creators 
of 
Better Shoe Beautifiers 
immediate and Future Deliveries 
Send for Iustrated Catalog 


DANIELS MANUFACTURING CO. 
8520-20th Avenue, Brooklyn, N. Y. 


POM POM SLIPPERS _ 
WOMEN'S SLIPPERS 


PASTEL SHADES 
Non-Rationed 


In Stock—At Once Delivery 
$4.10 . 


per pair 


Sizes 4-9 


Terms: Net 10 Days 
F.O.B Y 


Minimum Orders—i8 pairs | 
NEW DUTCH LAST in CRYSTAL GLO 


Material 
Colors: Light Blue and Pink 
Sturdy Soft Sole 


in 
R 
oom 610 Merbldge Building | 
GERDA FOOTWEAR CO., INC. | 


158 Duane Street, New York 13, N. Y. | 





Remodel Kinney Store 


PROVIDENCE, R. I.—The G. R. Kinney 
Co. store has undergone some modern- 
ization, having new exterior window 
bases, refinishing the display windows 


and the store interior. Four new dis- 
play cases for accessories have been 
installed, and shadow boxes installed. 





Named Charles A. 


Eaton Vice-President 


Boston, Mass.—Richard L. Jackson, 
who has been superintendent of the 
Army Shoe Unit of the Charles A. 


RICHARD L. JACKSON 


Eaton Co. since October, 1940, has been 
elected vice-president of the corpora- 
tion. This action by the stockholders 
of the company indicates their apprecia- 
tion of the ability which Mr. Jackson 
has shown during these four years, and 
is a further step in the future plans of 
the company. 

Before joining the Eaton Co., Mr. 
Jackson was associated with the G. Ed- 
ward Smith Shoe Co., Columbus, Ohio; 
Lamson Conveyor Co., Boston, Mass.; 
and Carlisle Shoe Co., Carlisle, Pa. 

Lawrence M. Eaton and Harry Mar- 
vil, with Mr. Jackson, have been made 
members of the operating committee of 
the business. The officers in addition to 
Mr. Jackson, are now C. Chester Eaton, 
president and treasurer; Charles C. 
Eaton, Jr., vice-president and assistant 
treasurer; Louis F. Eaton, comptroller, 
and Arthur M. Snow, assistant trea- 
surer. 




















Buying Maxims for 
Small Retailers 


Detroit, MicH.—Three buying max- 
ims for the small retailer are ex- 
pounded by Nathan Hack, Detroit shoe 
man, designated to aid the shoe mer- 
chant in his selection of stock and lines 
to run his business: 

“Buy from fewer houses, thus mak- 
ing the account worth while serving to 
the wholesaler. 

“When sticking close to fewer lines, 
you'll have fewer styles to sell, thus 
enabling you to offer better fittings, 
which is the only method of building 
a lasting business reputation. Besides, 
you are doing away with short and end 
lots, which are the ruination of the 
average retailer. More profit at the 
end of the year is your reward. 

“In buying, do not try to compete 
with every specialty store in town—be 
yourself. Purchase the kind of shoes 
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RUBBER FOOTWEAR 








MEN'S SNUGFIT RUBBERS 


AMERICAN SHOE CO. 4am 
251 Ww. 8. Av. ter, at’ 
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CASUALS 





**OUT-DOR-EES"* 


NON-RATIONED 


- 10 et 

ove. Cheam 

Gabardine 4 eyelet oxford with 
Red 

case. 


Vinolyte sole—fiexible. Colors: 
—Beige and White. 


Sizes 4 to 9 packed 36 prs. to 
Minimum orders accepted 18 prs. per 


Immediate and future delivery 


19 So. Wells St., Chicago 6, Ii 
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most of your customers want most. Ba 
for the majority, not the minority, Two 
cause you cannot afford to buy en¢ 
to satisfy both.” 
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War Contract Settlement 
Information Available 


New YorK—A Joint Army-Navy 
Distribution Center has been estab- 
lished at 90 Church Street, New York, 
to distribute the publication, Joint 
Army-Navy Termination Regulation, 
which is the “Bible” for war contrac- 
tors, to be used in rapid settlement of 
contracts, together with other printed 
material pertaining to contract settle- 
ment, 

It is said to be imperative that con- 
tractors holding war contracts have 
their names placed on the mailing list 
for the Regulation and all subsequent 
changes. There is no charge for any 
publication distributed by this office. 
Contractors merely have to write to 
the joint Army-Navy Distribution Cen- 
ter, attention Lt. E. P. Lull, and copies 
will be forthcoming. 


Chicago Travelers’ 
Show Scheduled 


Cuicaco, ILt.—The next show of the 
Shoe Travelers’ Association of Chicago 
will be held at the Hotel Morrison April 
80, May 1 and 2. At this time the 
exhibitors will show their new Fall 
lines. Under the government ruling 
of War Mobilizer Byrnes, exhibitors 
will be limited to 50 in number and 
restricted to showings by salesmen of 
the Chicago district. Since all emphasis 
will be given to sales within this local 
area, there will be no advertising by 
the association outside this immediate 
locality. 

Announcement is made by the com- 
mittee that the new membership direc- 
tory cf the association is at present in 
the hands of the printer and will be 
ready for distribution about May 1. It 
will be sent to all members as well as 
to about 2500 retailers in the Chicago 
area. 


Delman Shows Spring Styles 


New Yorx—Delman, Inc., unveiled 
his Spring and Summer shoes for press 
representatives in the Balinese room 
at the Sherry-Netherlands, March 7. 
The line included feminine anklets, 
dressed up operas, bare-back pumps, 
platform styles and shoes for suits and 
serious service. Colored suedes, patent 
leather, alligator, lizard, calfskins and 
satin in evening footwear were featured 
materials. 


Plan 5,000,000 Pair 
Purchase for April 


[CONTINUED FROM PAGE 81] 


some protection can be given thse man- 
ufacturers engaged in making chil- 
dren’s shoes and rationed shoes for men 
and women. 

Two interesting suggestions, devel- 
oped during the course of the meeting, 
were the possibility of using prisoners- 
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ing shoes for women. 
the same. 


retailer. 


Rest Shoes. 


Our customers 
stay with us year 
after year. And 
when you sell Krip- 
pendorf Foot Rests, 
so will yours. 


4K Fe 
. vA 
A Mppenacrs 


FOOT REST 


SHOES 


v 
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THE KRIPPENDORF-DITTMANN CO., 
New York Showroom: Marbridge Building 


% Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Woman's 
Home Companion, Good Housekeeping, and The Instructor. 





CUSTOMERS COME BACK — 


AND sO WILL bpp 4/ 
(A 


Tt is now 73 years since the house of 
Krippendorf-Dittmann began manufactur- 


Whole generations of shoe merchants 
have bought Krippendorf-Ditmann shoes 
and have come back regularly for more of 


Today, in the Krippendorf Foot Rest 
Shoe, we offer the most outstanding value 
that we have ever placed before the shoe 
New designs—varied patterns— 
fine materials — skilled workmanship — 
Krippendorf Foot Rests embody every ele- 
ment that goes into the making of fashion 
footwear. Plus the fit-and-comfort features 
built exclusively into Krippendorf Foot 


(Slightly higher 
west of Denver) 


OHIO 


$6°%5 to $7-% 
CINCINNATI, 











of-war in shoe factories; and a shift 
of labor from factories making non- 
rationed footwear to those making ra- 
tined shoes, although it was emphasized 
that no government agency has the 
authority to order such a switch. 

Speakers at the meeting, in addition 
to Mr. Field and George C. Dempsey, 
former president of NESLA, who pre- 
sided, were Col. John T. Curtis, 
Gregory J. Tobin, Lt. R. I. Flanagan, 
Capt. F. C. Schneider and Samuel 
Silver, representing the Quartermaster 
Corps; Lt. Bushman, representing the 
Navy; and David G. Nagle of the War 
Manpower Commission. 


Mr. Tobin, referring to current crit- 
icisms of the combat boot as lacking 
in protection, declared that this article 
of footwear was above reproach and 
that the prevalence of trench foot, 
among other G. I. ailments, was due to 
the fact that “the combat boot was 
never designed to do what they tried 
to make it do.” 

Recently announced miscellaneous 
footwear awards include 2,100 pairs 
of arctic overshoes to be made by the 
Cambridge Rubber Company; and 14,- 
000 pairs of women’s low black shoes 
to be made by Gray Bros. Shoes, Ine., 
of Syracuse, N. Y. 
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CHILDREN’S 
Non-Rationed SANDALS 


In-Stock At Once Delivery 





se mee me 





Terms: Net 10 days F.0.B. New York 
Minimum Orders—(8 pairs 


Misses Sizes 12-3 $1.50 
Women's Sizes 4-9 $1.60 
COLORS: WHITE, BEIGE or RED 


DURABLE-WEARING SOLES 
ADJUSTABLE BACK STRAP 


Displa Bidg. 
Room 610 
Representative: Frank Murphy 


GERDA FOOTWEAR CO., INC. 


158 Duane St., New York 13, N. Y. 













Morton Stern, Jr., Home 
On Furlough 


NewakRk, N. J.—Morton Stern, vice- 
president and sales manager of Seton 
Leather Company, here, is happy at 

















Detroit, MicH.—The Boyd Shoe Com- 
pany store at 6529 Woodward Avenue, 
which enjoys a rushing trade in the 
city’s principal uptown shopping cen- 
ter, is a most unusual store with mod- 
ern layout features. Remodeling and 
enlargement of the store took place with 
the widening of Woodward Avenue, the 
only major civic reconstruction project 
completed since Pearl Harbor. 

The store was established in 1929 as 
a small 18-foot frontage shop by Robert 
Isberg, who had formerly been asso- 
ciated with his father, Ralph Isberg, in 
the latter’s store. Mr. Isberg, Sr., has 
now retired from business. 

The new store is 40 by 100 feet, next 
to a theatre, giving it a high traffic 
potential. Front is of porcelain enamel, 
with a brown base, cream-colored above 
window level. Window framing is 
trimmed in aluminum. 

A center entrance with a wide vesti- 
bule is flanked by two C-shaped win- 
dows. A square column with four rose- 
colored mirrors is at the center of the 
front building line. 

Store is entered through twin all- 
glass doors with massive aluminum 
knob handles, allowing maximum light 
to reach the store from the front. A 
small display window between the two 
doors is used for additional shoe dis- 
plays. 

Inside the store are three building 
columns with mirrors, similar to the one 
at the front. On the right is a bag 
and hosiery counter, together with 
wrapping and cashier’s desks, all flush 


Remodeled Store Has Modern Layout 


Interior of Boyd's Shoe Store, Detroit. Note the spacious appearance and opm 
stock arrangement. 







with the inner shelf line. There are diy 
plays of both handbags and hosiery. Th 
store uses open stock system for show 
Some 8000 pairs are normally stocked 
Armchairs in walnut, with tan leather 
upholstery, are arranged in casul 
groups, with fitting stools to match. 

On the left near the front is a she 
shine department, with a chair built 
into a stand fitted into the stock shely. 
ing. A porter is on constant duty; this 
department has become an important 
part of the store’s operation. 

Farther down the same side is a wal- 
nut men’s hosiery table. Two three 
shelf shadow-boxes are built into th 
shelving, one at the left side and on 
at the rear, with large sloping mirron 
beneath them. 

An office is maintained in the rear, 
with a girl there on constant duty. Th 
store uses a norma! sales force of five 
men, with extra salesmen during busy 
hours. 

An unusual feature is the deliv 
system for stock. Shoe deliveries 
made to the rear of the store, 
placed, through a window opening, i 
a specially-designed chute, whence they 
go to the basement receiving room 
From here they can be piled and cla 
sified or placed immediately into stot 
as business conditions in the store wat 
rant. 

The store has a full basement, in tw 
sections, and is shelved all around for 
reserve stock use. It may be equipped 
as a basement salesroom if the store is 
expanded after the war. 












































having his eldest son, Morton, Jr., home 
on rotation furlough after nearly three 
years’ foreign service. The younger 
Morton went to Northern Island in 
May, 1942, with the First Armored 
Division, and later was among the first 
American soldiers to go into Oran in 
the North African invasion. He fought 
all through the Tunisian campaign, and 
again, his division was one of the first 
to invade Italy. He was in the heaviest 


of the fighting at Cassino, later undet 
heaviest fire at the Anzio beachhead 
for five gruelling months. Following 
the capture of Rome, he was sent into 
the Appenine Mountains. 

Mort, Jr., would not exchange al 
of Italy for the family residence ® 
South Orange, New Jersey. A young 
son, Lieut. George Stern, is a pilot ® 
the Army Air Corps, based also ™ 
Italy. 
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These retailers are those who in pre-war years Hood R 
favored us with their business. Now, when merchandise 
is short, we are giving them their full share of the 
volume of rubber footwear we are able to produce. 

As soon as these limitations are relieved we hope 
not only to take care of our customers’ full requirements, 
but also to be in a position to serve other 
retailers who find our lines and policies worthy of FOOTWEAR FACTORY AND LABORATORIES 
favorable consideration. WATERTOWN, MASS. 
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WORK SHOES 


















STEEL TOE 
SAFETY SHOES 
I" Brut, pc 
Carried in Stock 
GOODWILL SHOE 
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OXFORDS 


Se Or er 


CHILDREN’S and MISSES’ 
NON-RATIONED OXFORDS 


Delivery starting in April 





Children's 8'/2-12 
Misses’ . . 1'/2-3 





Terms: Net (0 days, F.0.B. N. Y. 
Minimum Orders — (8 pairs 


COLORS:— 
Blue, White 
Red and Brown 
Durable—Wearing Soles 


Displaying: Marbridge Bidg., Room 610 
Representative: Frank Murphy 


GERDA FOOTWEAR COMPANY 


158 Duane St. New York 13, N. Y. 





PLAID SHOE LACES 








PLAID SHOE LACES in stock 
for IMMEDIATE DELIVERY 
$3.60 per gross of 72 pair 
Write for Color Card TODAY 
LYONS & COMPANY 
120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES for 44 years 











PAPER PACKS A WAR 
PUNCH—DON'T WASTE IT! 
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Obituaries 





Samuel L. Agoos 


Boston, Mass.—Samuel Loeb Agoos, 
president and treasurer of Agoos 
Leather Cos., Inc., died recently at his 
home at the Copley-Plaza Hotel. He 
was 67. 

Mr. Agoos’s father, Lassor Agoos, 
founded the companies in 1888. He was 
active in their operation until his death. 
At an early age Samuel Agoos entered 
the business. 

Mr. Agoos was active in charitable 
work. He was a director of Beth Israel 
Hospital, treasurer of the Hebrew Im- 
migrant Aid Society, and treasurer and 
manager of the Agoos Charity Fund. 

Survivors are: his widow, Mrs. Ann 
Agoos; three daughters, a brother, five 
sisters and three grandchildren. 





Otto Ziegler 


EDWARDSVILLE, ILL.—Otto Ziegler, 77, 
former Edwardsville retail shoe mer- 
chant, died at his home recently follow- 
ing a short illness. Mr. Ziegler was 
a partner in the firm Runge & Ziegler 
Shoe Co. until his retirement five years 
ago. He was a member of the Eden 
Evangelical Church. Mr, Ziegler had 
been in shoe business 60 years. 

He leaves no immediate survivors. 





Zacharia Taylor 


LAKEWwoop, OH10—Zacharia Taylor, 
proprietor of the Taylor Shoe Store, 
here, died recently at his home. The 
store has been in the same location for 
23 years. 

Mr. Taylor, who was born in Vir- 
ginia, had been living in the Greater 
Cleveland area for 55 years. He be- 
longed to Kiwanis, the Masonic order 
and Lakewood Congregational Church. 

Survivors are his widow, Antoinette; 
a daughtér and one grandson. 





Hyman Field 


Boston, Mass.—Hyman Field, broth- 
er of Maxwell Field, vice-president and 
secretary of the New England Shoe and 
Leather Association, died recently at 
the Veterans’ Hospital, West Roxbury, 
Mass. He was 31. He had served 
overseas for two and a half years and 
had been in action in North Africa and 
Sicily. He was wounded in Italy. 

Survivors are his brother, Maxwell, 
his parents, Mr. and Mrs. Samuel Field, 
another brother, William, and a sister, 
Edith, 





Capt. Dan LaShelle 


JUNCTION Crry, KANs.—Captain Dan 
LaShelle, son of Mr. and Mrs. Ralph 
LaShelle, died of wounds received in 
action in the Philippines, according to 
a message received from the War de- 
partment recently by his parents. His 
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WESTERN BOOTS 
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APPROVED UTILITY STYLE 
GENUINE GOODYEAR WELTS 


$9 ® SOLID COLOR 








-_ 







© ALL BLACK or 
e ALL BROWN 
Solid Leather Soles 
FANCY 
EMBOSSING 


Ne. 3820 Brows 
Ne. 3822 Black 
SIZES 6-12 





ARNOFF SHOE CO.,INC., 161 Deane $#.,.M.Y.C 








death occurred January 28 in a Luzon 
hospital. 

Captain LaShelle is a son of the own- 
er of the LaShelle Shoe Store, here. 
He held a commission in the regular 
Army, won by his military and scholas- 
tic record at school. From more than 
100 candidates, selected from 20 schools 
in the corps area, he was one of eight 
to win this coveted commission. 

He sailed for overseas in Sept., 1943, 
and was with the ist Infantry, 6th 
Division, After spending a few months 
in Hawaii, his organization went to 
New Guinea for a year where it saw 
considerable action. He was given the 
Infantry Combat medal and was in 
the invasion forces that landed on 
Luzon, January 9. 

He is survived by his parents, his 
widow, one brother and one sister. 





Miss Louise R. Eisele 


NEWARK, N. J. — Miss Louise RB 
Eisele, 66, daughter of the late Adolph 
A. Eisele, well-known Newark shoe 
retailer, died recently. For many years 
Miss Eisele’s father conducted a shoe 
business under the name of A. A. 
Eisele & Sons. 





W. H. Clothier 


MarRIon, IND.—W. H. Clothier, 84, 
who started the C. & H. Shoe Store 
here, died at the Lutheran Hospital in 
Fort Wayne, Ind., recently. He started 
as a young man working for the Heavy 
Smith Shoe Company in Marion. I 
1910 with the late Robert Hutton, he 
organized the C. & H. Shoe Co. Becaus 
of ill health, he sold his interest in 
the firm in 1919. 
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PATENTED 


Easy to Sell 
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“ROLLA” FOOT EXERCISER 


GET THE BUSINESS EASY TO SELL 


SHOEMEN 


SOUTH—EAST—NORTH—WEST _ 


You know the value of foot exercise. You will find this 
octagon Rolla a sensation, helping to bring foot health 











to your clientele—inexpensive, too. 
MAIL ORDERS 
NEWSPAPER MATS ON REQUEST 


Rolla gets the mail orders right now. Rolla is a key item 
because it's a brand new impulse seller. 


COSTS $1:0° SELLS FOR $9: 


EASY TO SELL 


HOW TO BUY —Packed in dozen lots. Each Rolla has hospital 
directions for use attached. On orders for not less than 36, your 
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—massages your feet! 
—loosens up muscles! 
—helps circulation! 
—makes feet tingle! 


Ingeniously designed on the idea of a minicture tread- 




































mill, of hard wood. Each octagonal roller massages nag 
as you ide Sect ever the eunreleet, Used fa bs ospitals store name and address is printed on these directions for use. 
and recommended by doctors. A relief to everyone — SOLD DIRECT ONLY — 
on his feet a lot! FOOT CHOICE SHOES, INC. 
FINISHED AS FINE AS YOUR FURNITURE a ce pen” 
























3,000,000 pairs 






Se of Laminated Plastic 
*s Soles produced for 
\. ration-free footwear... 
1 on 

tis and still going strong 





SPECIALTY SOLE CO. 
ST. LouIS MO. 
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oe Great Little Time Savers 

shoe Price Tags with imprinted prices, any selection desired. 
A Spring Circular showing 8 color designs sent on request. 







































*. With store name 
Size 1! 2 
Seueian = printed on tags: 
12 Doz.—$4.25 
s 12 Dee— 2.50 24 Dor— 6.75 
ae Canada Canada 
6 Doz.—$1.70 12 Doz.—$4.55 
12 Doz.— 2.80 24 Doz.— 7.35 








“U"—Green with yellow trim—white board—price black 


Merchants’ Service Dept., 209 $. State St, Chicago 4, Illinois 
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ODDS & ENDS 
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If you are interested in odds and ends— 
all salable table merchandise — Play 
Shoes, Slippers and Rubbers—Contact 
Us. Tel.: Barclay 7-7653. 


GERDA FOOTWEAR COMPANY 
158 Duane St., New York 13, N. Y. 
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CHILDREN'S SHOES 





The C. A. Haines 
Health Shoe 


for children have for many 
years been making friends with 
consumers. Mothers know that 
their children’s feet are 
safe in shoes bearing this 
familiar brand which are 
nationally advertised, for 
they are built to a stand- 
ard, correctly designed and 
carefully made with the 
best possible materials. 
We refuse to lessen the 
quality of C. A. Haines 
shoes in order to make 
more of them. 


Because of the shortage of man power, 
we regret we cannot supply all of ©. A. 
Haines shoes wanted by our customers. How- 
ever, we are servicing all on a fair quota 
basis insure equal treat- ¢ 








SUPERIOR SHOE CO., Mfrs. 


508 S. Peoria St. Chicago 
Our Distributors 
American Shoe Co., S. Freiburger & Bro. Co., 
251 W. Jeffersen St., 119-121 E. Columbia St., 
Detroit Fort Wayne, indiana 
Jayson Shoe Co. . . . Los Angeles, Cal. 











MOCCASINS 


PLUMP LEATHER UPPERS 
_ SEWED COLLARS 
ORTHOPEDIC RUBBER SOLES 
IN STOCK 


$4.5 





nMBN's, SIRES 6% < 12. 








About Shoe People 





Mary Thacker, advertising director 
of Joyce, Inc., Pasadena, Cal., is retir- 
ing to private life on April 1. Her 
duties will be assumed by Eleanor 
Kamb, who has been connected with 
the organization for several years. 
Lillian Jennison, Mrs. Thacker’s former 
assistant, will continue to handle all 
records, promotional services and con- 
sumer correspondence. 

. * . 

Raleigh W. Lee, Columbus, Ohio, re- 
tired president of the Nisley Shoe Co., 
is recovering from an illness in Sebring, 
Fla. 

. . * 

George Nobil, head of the Nobil 
Shoe Co., Akron, Ohio, has been elected 
to his second term as president of the 
Akron Merchants Association. 

* 7 7 

James B. Thompson, genera] manager 
of the Stambaugh-Thompson Co., has 
been elected chairman of the Youngs- 
town, Ohio, Retail Merchants Board. 
Directors of the group included Joseph 
Mark, of the Kirby Shoe Store. 

. - . 


The A. S. Beck Shoe Co. has an- 
nounced the appointment of George T. 
Padol, as manager of the Schenectady, 
N. Y., store. He has been manager of 
the Pittsburgh store for the past two 
years. 

* * . 

Goodyear Tire and Rubber Co. has 
announced changes in the field staff of 
the mechanical goods department. Har- 
old Murtaugh, with Goodyear ten years 
in Akron and Chicago, has been named 
representative at Harrisburg, Ill. Joseph 
Nieberding, just returned from the 
Army, succeeds him in Chicago. W. C. 
Breidenthal, in the belt department at 
Akron, was named field representative 
at Knoxville, Tenn. 

. * * 

Pfc. Albert Goldstein has been re- 
ported missing in action in Belgium. 
He was formerly a salesman at Baker’s, 
downtown Detroit shoe store, before 
going into the Army in June, 1943. 

7 os 
































Frank Arkanian, genera] manager of 
the United Shoe Stores, Inc., operating 
six stores around Detroit, was inducted 
into the Army early in March, leaving 
for Fort Sheridan, Il. 

7 . * 

Haig Kotchoun, president of the com- 
pany, has appointed Paul Lasky, who 
has been with the company several 
years in charge of the hosiery and bag 
divisions, as general manager, succeed- 
ing Mr. Arkanian. 

*> + *# 

B. W. Mitchell is now managing the 
Ralph Hale Men’s Shoe Store in Glen- 
dale, Calif. He comes here from the 
Newton Shoe Store in San Francisco. 
Both stores are owned by Ford Growell, 
who also operates the Glendale Bowling 
Academy. 


A. C. Greer has opened the Darleey, 
Casual Shop, in Glendale, Calif., carry. 


ing sport and play shoes for woma: lief | 
as well as a complete line of missy) All o 
and children’s shoes; the store is name Foot 
for Mr. Greer’s daughter, Darleen, tion | 
Greer has been associated with th AND | 
Innes Shoe Co., Los Angelés, ay In 
Ransohoff’s, San Francisco, in recey Heal 
years. “y 
- 7. * 

your 

Sgt. John C. Pastene, former em. ter d 
ployee of the Dover Shoe Co. of Son. if yo 
ersworth, N. H., and now a waist need 
gunner on a B-24 Liberator bombe. bodil 
has been awarded the Air Medal over. Sins 
seas. He has participated in seven he 
combat operations, including attack P 
against objectives at Neumunster feet, 
Metz, Hanau, Coblentz and Euskirchen, oblig 
Germany. “F 

* . * tion 

Harry and Bernard Geller hav nails 
opened offices in the Haas Building, case 
Los Angeles, for their lines of men’s that 
women’s and children’s unrationed play Be s 
shoes. Foot 

* 2 * “y 

Harry J. Joyce, representative of The can’ 
Williams Manufacturing Co., Ports. steal 
mouth, Ohio, now has offices at 74 or a 
Sutter St., San Francisco. He covers 
California, Arizona and Nevada fo —— 
his firm. Ppreke Capt 

Stiglit2 

Bernard J. Kathman, well-knowng jooq 
Covington, Ky., civic leader and owner ator 
of the Goodyear Shoe Repair Company, 4.i, 
has been re-elected to his eighth two citation 
year term as president of the Coving-B father, 
ton Board of Education. is now 

7 > * 

D. Roy Johnson, manager of the Will 
main J. C. Penney Company store i H. Fs 
Spokane, Wash., is now manager of spendi 
the company’s Seattle store. Gilbert health 
Swanson, manager for Penney’s i 
Sacramento, Calif., will come to Spo 
kane to manage the downtown store Byre 
here, and it is understood that George berwit: 
Mack, now manager of the Seattle Detroi 
store, will go to New York as treasurer cent o! 
of the company. Associ 

ese Hallor: 

William R. Solomon was recently ap- He is : 
pointed manager of the Schiff Shoe 
Co. store in Schenectady, N. Y. Mr. Ales 
Solomon has been connected with the 15 as ( 
company for the past six years, serving tion, ti 
as assistant manager of the Schenet- Shoe | 
tady unit for the past two years. bethto 

“ar ae dren’s 

Announcement has been made of the lp 
engagement of Fred Diamant of Deseo : 
Shoe Corporation to Miss Gini Weiss. j 
The announcement was made at a testi Y ~* 
monial dinner given in honor of Mt. “ag ’ 
Diamant’s father, Herman Diamant, “4 ae 
his sixty-fifth birthday anniversary # of St. 
the Riverside-Plaza Hotel. conval 

April | 
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Foot Health Is Vital in Wartime 


[CONTINUED FROM PAGE 50] 


lief to some degree when feet are given proper attention. 
All of which is good news to many, and the real reason for 
Foot Health Week being the eldest and strongest promo- 
tion feature in the shoe retail field—since 1930 under Boot 
anp SHOE REcoRDER sponsorship. 

In the following paragraphs are suggestions for Foot 
Health Week Copy. 

“If you have foot troubles, no matter how mild, make it 
your business to consult with a good podiatrist or shoe fit- 
ter during National Foot Health Week, April 23 to 28. Even 
if you have seemingly perfect feet remember that ALL feet 
need special care in Spring when changing seasons cause 
bodily adjustments of many sorts. Visit any one of the 
stores listed below this week. Expert shoe specialists will 
be pleased to be helpful—to examine your shoes and your 
feet, and make recommendations if attention is needed. No 
obligation to buy. No cost. This is your invitation.” 

“Few people can escape acquiring a disagreeable disposi- 
tion if they harbor corns, bunions, callouses, ingrown toe 
nails, hammer toes, fallen arches and so on. It is not a 
case of grin and bear it because the grin is lacking. Feet 
that hurt will ruin your health as well as your disposition. 
Be sure to visit a shoe specialist or a foot specialist during 
Foot Health Week.” 

“Your feet are accommodating but deserve care. If you 
can’t wait until you get home to kick off your shoes, or 
stealthily slip them off every chance you get either at work 
or at social gatherings, it’s a sure sign you are abusing 


your feet. What to do? See that you have your feet and 


shoes checked by a competent shoe man or foot specialist. 
Change to comfortable well fitted shoes that give proper 
arch support and plenty of room for the toes. 


Change 


shoes twice daily if you stand a lot. Practice stance if 
you operate a machine. That’s the way to prevent lines in 
your countenance that are sure to result when foot strain 
continues.” 





Captain Allan Stiglitz, son of Harry 
Stiglitz, owner of a Detroit neighbor- 
hood shoe store, is home on furlough 
after service in Europe, Africa, and 
Asia. He has received a presidential 
citation and four silver stars. His 
father, Harry Stiglitz, has been ill, but 
is now recovering. 


William H. Adams, president of R. 
H, Fyfe and Company, Detroit, is 
spending a month in Miami for his 
health, 


*. * *# 


Byron Lieberwitz, son of David Lie- 
berwitz, owner of Dave’s, downtown 
Detroit shoe store, and a former presi- 
cent of the Detroit Retail Shoe Dealers’ 
Association, has been transferred to 
Halloran Hospital, Staten Island, N. Y. 
He is a medical technician. 

* * * 


Alexander Gordon resigned on March 
15 as Chief of UNRRA’s Footwear Sec- 
tion, to become a partner in the Empire 
Shoe Manufacturing Company, Eliza- 
bethtown, Pa., manufacturers of chil- 
dren’s shoes. He will continue to act 
as a consultant to the UNRRA Foot- 
wear Section. 

7 * » 

John L. Jerro, of Jerro Brothers, New 
York, underwent on operation recently 
for appendicitis at the Spellman Annex 
of St. Vincent’s Hospital. He is now 
convalescing. 


April |, 1945 


Irving Watson, who for some years 
was a shoe merchant in Honolulu, T. H., 
will manage the Don Burton Shoe 
Salon in Stockton, Calif., his home 
town, in the absence of the present 
manager, Wentworth Dean, who is en- 
tering the armed forces. 


*- * * 


Fred E. Sherman, owner of Sher- 
man’s Shoes, leading Detroit neighbor- 
hood store, is taking in Mrs. Lillian 
Sherman as a partner in the business 
formerly operated in his own name. 
They are expanding the business, tak- 
ing in another store adjoining the pres- 
ent location. 

7 * * 


Max Brown of Lustig’s, Youngstown, 
G., chalked up a sale of $41,000 in E 
War Bonds during the Sixth War Loan 
Drive, leading the city retail group 
and establishing the local individual 
record. The Lustig organization sold 
a total of $93,750 in bonds. 


* * 


Leon D. Schmidt, proprietor of 
Schmidt’s Shoe Store, Monroe, Wis., 
installed a display of his World War I 
shoes recently, and attracted much at- 
tention from Monroe residents. In- 
cluded in the display were women’s 
shoes worn in 1917 and 1918; among 
them were shoes with highly pointed 
toes, high tops and narrow lasts. 


O. B. Larson, who for nearly half a 
century, owned and operated the lead- 
ing shoe and clothing store in 
Wamego, Kansas, is recovering satis- 
factorily from a major operation which 
he underwent recently in Kansas City. 
Mr. Larson retired from active busi- 
ness a few years ago. His sons, 
Neville and Eugene, are continuing the 
operation of the store under the old 
firm name of O. B. Larson & Sons. 


Now there is a Paul Jesberg, III. 
Paul, Sr., is busy operating the Walk- 
Over Shoe Store in Los Angeles, with 
Paul, Jr., an Army Air Corps pilot 
somewhere in India. The last Paul ar- 
rived on February 22nd, and his 
father’s birth date is February 12th, so 
future arguments as to which was the 
greater American, Lincoln or Washing- 
ton, seem a possibility. 


* * * 


Gabriel’s Shoes, new Detroit store 
opened just over a year ago by Gabriel 
Maretsky, has a new partner, in Daniel 
Meretsky, a brother. Daniel was for- 
merly shoe salesman at Kern’s Depart- 
ment Store, Bartlett’s, and other down- 
town Detroit stores. He and his brother 
will alternate between the original 
Gabriel’s store in Hamtramck, North- 
western Detroit suburb, and the second 
store on Michigan Avenue on the West 
side of Detroit. 
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Essential Workers need Release Statements —— 
— WANTED — 
GALESMEN: Carry, Pocket Sideline White a peAYence alum seneeh WANTED 
ALLEN BURNS COMPANY, 93 Inwood MANUFACTURER WITH VISION RR ~~ EB 
Place, Buffalo, New York. Pespensthie wOsterater, dstng qabcuntes 108 Cote Agents in the principal Shoe Manufac. 
. ‘aes Ger yt ‘and post-war expansion. Has turing Centers of Mexico, exclusive 
SALESMEN—now traveling Southern and over 1,000 accounts. Sales Agencies for Mexico of the fol. 
Middle Western territories, to carry in- Address #519, care BOOT & SHOE RECORDER lowing products: 
stock side line of Slippers, Playshoes and 100 East 42nd Street, New York 17, N. Y. Abrasives 
Moccasins. Commission basis. Address Box and Stains 
#520, care Boot & Shoe Recorder, 100 East Edge Inks 
42nd Street, New York 17, N. Y. Needles and Awls 
Thread 
SALESMEN — represent manufacturer of HELP WANTED zoel Shanks 
Arch Supports, preferably one with follow- Fiber — 
ing among retail shoe stores and shoe repair Essential Workers need Release Statements ng r 
a ae eS a Box Linings ‘ae 
813, 1474 Broadway, New Yo me = > “ 
° Imitation Leathers 
WE, HAVE A GOOD, PERMANENT WANTED Cork, Felt and other Platform Materiai 
£ not ment for Ceme 
cthed terrae fo carey our “BRANDED ASSISTANT TO PRESIDENT Sclvent for, Cemented shot 
LINE” of HOUSE SLIPPERS for men, A capable man for handling adver- Shoo Machinery ef all Wade” 
SS ee SS wee ene tising and merchandising for Chain Shoe Ornaments 
lished firm and can deliver orders. Can be g g Suede and Calfskins 
carried as side line. In writing give age, ter- of Orthopedic Shoe Stores, and to EVERYTHING FOR THE SHOE INDUSTRY 
ritory covered and line you are now carrying. serve as right hand man to the 
All correspondence confidential. Address Box founder and head of a large and United States and Mexican references. 
#523, care Boot & Shoe Recorder, 100 East : izati ith Address: Box #496, BOOT AND SHOE REC 
42nd ‘Street, New York 17, N. Y. growing organization with an ex- 3 ORDER 
cellent future. We prefer a man 108 East 42nd Strect, New Verk 17, W. Y. 











with ideas, and who can help in Pn 
ting ideas into execution; prefer- : 
SIDE LINE SALESMAN WTD. ably draft exempt. Give age, past | | MAN, FORTY YEARS OF AGE. wishes 


invest in Manufacturing or Wholesale busi- 



























































GALESMEN, experience, and present earnings. ness of Slippers and Play Shoes, wih oo ag: 
sideline, covering retail trade, Address #515, care BOOT & SHOE RECORDER gressive concern. A-1 reputation. ress 
to carry Infants’ Compo Shoes direct f - #507, care Boot & Shoe Recorder, 100 East 
large manufacturer. Address Box 7514, ai 200 South State Strest, Chicage, tlt. 42nd Street, New York 17, N. Y. 
Boot & Shoe st 100 East 42nd Street, 
New York 17, N. Y. 
RESIDENT SALESMAN Dust Collecting Salesman for wood, shoe- 
making and foundry plants, a Must 
have experience in designing and layout; ARE YOU LOOKING 
ANTED: RESIDENT SALESMEN FOR Iso knowledge of fan engineering. 
WAN FRANCISCO AND LOS ANGELES seems fhe Oa 8 wm ill FOR A SALESMAN 
territories to take over well established ac- 100 East 42nd Street, New York {7, N. Y. to do your styling and merchandising 
counts. We distribute a general line of brand- and sell the entire output of your fac- 
. some foome eas lay shoes as the fam- tory? Am naw, Scing Sastness —_ = 
uy. an carri with non-conflicting line. volume shoe buyers throughou e 
When writing give age and present connection. st eB pag word in'the STYLE SHOP United States — including olesale, 
Address Box #524, care Boot & Shoe Recorder, oF 3 SOUTH. Commission basis. $50.00 Mai! Order, Chain and Department 
100 East 42nd Street, New York 17, N. Y. THE GUARANTEE Stores. Also have connections with 
week guaranteed. T outstanding reputable sources for raw 
SHOE CO., San Antomo, Texas. materials. Available for immediate in- 
erview. 
LINE WANTED GHOE SALESMAN, Capable of taking com: Address 2485, care BOOT & SHOE RECORDER 
plete charge ag ogee in ve Toes 100 East 42nd Strest, New York 17, N. Y. 
Store catering to the. younger set. xcellent 
Essential Workers need Release Statements opportunity for now and post-war. Salary and 
generous bonus. KOPPEL’S, Bartlesville, ATIENTION WOMEN’S SHOE MANU 
WANTED: Factory Line of Better Grade Ra- Oklahoma. FACTURERS! Available, April first, top 
tioned Infants’ and Growing Children’s notch factory executive and volume sales pro 





oe ac ay Fay = Bree 28 Age 46. Excellent ~ewenen. Address = 
erences. ress Box care Root ‘ with #491, care Boot & Shoe Recorder, 100 
& Shoe Recorder, 100 East 42nd Street, New — Soot Sie ‘Sooe tor men ef seeming | 42nd Street, New York 17, N. Y. 


York 17 responsibil taking complete 
eee das eelens apie i RETAIL SHOE STORE MANAGER—draft 
A™% TRAVELING THE TWO CAROLINAS eral profit plan. Ability to Gt shoes exempt; ambitious, aggressive, excellent 

have been for twenty-five years. properly and friends of customers are sales and managerial record. Fifteen years 
Would like to have a very short Line of important qualifications. Here’s chance to cap with large retail chain organization, desires 
Women’s or Children’s non-rationed Sandals or italize on your ability. Persons in war work position as Manager of Shoe Store in Pitts 


Shoes for North Carolina, South Caro’ina, ATTENTION, | RETAIL SHOE SALES ducer. Adaptable large or small organization. 
EN 














Oxfords. If you can deliver, or essential activity not considered without burgh area, but will consider other location. 
contact: H. L. TENNY, statement of availability. Address: HEALTH Lr ye references. Address Box #516, care 
University Ridge Apts., SPOT SPOT SHOE SHOPS, INC., Industrial Ave Boot & Shoe Recorder, 100 East 42nd Street, 
Greenville, S. C. aue, Danville, Mlinois. New York 17, N. Y. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” an 's 4 cents per word for all undisplayed advertisements. 
Minimum charge, 75 cents. For all other c ts the rate is 7 cents per word. Minimum charge, $1.25. 
Wren a box number is desired twelve words should -y aacea for the address. in ail otner cases each word of the 
address should be countec. 

The rate for all ¢ y ified advertisements is $5.00 an inch with a maximum of 46 words. 

Classified advertising is sayente im acvance. 

ax Advertisements for this poge mast be in our New York Office 10 days preceding publication dete. = 
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~SALESMEN WANTED 


HELP WANTED 


HELP WANTED 





=_ 
Essential Workers need Release Statements 





Essential Workers need Release Statements 


Essential Workers need Release Statements 





— 





















































#499, care Boot & Shoe Recorder, 100 East 
42nd . New York 17, N. Y¥. 





LADIES’ MEDIUM AND HIGH PRICE 

SHOE ay Seg Soe pad i ees sized 
Northwestern New town. Very profitable. 
$50,000 volume. Former now in 
forces. For information please Address: 
Box #503, Boot and Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





RETAIL FAMILY SHOE STORE in large 
industrial Pennsylvania City, near Phila- 
delphia; Established over 40 years. Rent $450 
& month. Central location, modern, one of the 
finest and largest in city; complete, clean stock; 
fixtures, X-ray, etc.; doing big business. Sells 
all grades. Owner has other interests. Answer 
only if you can handle an $18,000 proposition. 
No triflers. Address Box #526, care Boot & 
Recorder, 100 East 42nd Street. New 

York 17, N. Y. 





WANTED TO PURCHASE 


BETTER GRADE FAMILY SHOE STORE, 
me $50,000 or more. Ad 

Boot & Shoe Recorder, 100 East 42nd 
Servet, New York 17, N. Y. 


April 1, 1 
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CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B.SABIN 
98 DUANE ST. NEW YORK 7, N.Y. 





Telephone WOrth 23-2515 











WANTED TO BUY: Retail Ladies’ or Fam- 
ily Shoe Store doing volume of $50,000. or 
more. will consider part ownership and make 
investment in sound business. Excellent refer- 
ences. Prefer Pittsburgh area. Address Box 
#517, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





AMILY SHOE STORE WANTED in 

Michigan or Illinois, by private party for 
personal operation. Cash. Quick action. Ad- 
dress: Box #518, Boot and Shoe Recorder, 209 
South State Street, Chicago 4, Ill. 





WANT TO PURCHASE going Men’s or 
Children’s Concession by reliable experienced 
shoeman. Prefer Southern California. Address 
Box #525, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








ALESMAN 
s SHOE BUYER WANTED 
EXPERIENCED, for all Lines of shoes BY THE 
Brooklyn Department Store. Excel. 
a gh 8 FAIR, INC., BEAUMONT, TEXAS 
and advancement. Guaranteed draw We want ‘a man who knows the shoe business throughout. Must have experience 
against commission. in buying, merchandising Ladies’, Men’s and Children’s popular priced shoes. Wil! 
Address #527, care BOOT & SHOE RECORDER pay good salary and bonus. State where employed the past ten years; volume you've 
= East 42nd Street, New York 17, N. Y handled and other particulars in first letter. 
SHOE SAL EeAN bed ge for a Line of 
Children’s Sti lown oes on a salary 
basis. Long established firm. Opportunity for WANTED TO PURCHASE WANTED TO PURCHASE 
right man. Address #528, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
L,Y. 
a BARIS BUYS WE WILL BUY Fon 
. POSITION WANTED Quatity Shove for Men CASH 
Toad on ee RETAIL SHOE STORES 
GHOEMAN. Experienced; Factory or Whole- on. AND PAY HIGHEST PRICES 
sale, seeks position with future. Address BARIS SHOE CO.. Inc. 120 AMITTA, SHOE COMPANY 
Box #521, care oe Recorder, 100 East + 4th St., Philadel Pa. 
42nd Street, New York 17, N. Y 79-81 Reade St., New York 7, N. Y. Phone Lombard sons” 
SITION WANTED, AS SHOE BUYER- 
MANAGER by returned veteran; 40 years TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 
of age: single; 20 years’ experience; 15 years 
in buying and’ merchandising capacity. | Prefers convert into cash and ration currency 
location in inois, Indiana, or id-West YOUR NAME PROTECTED ... WRITE — WIRE OR PHONE 
States. Acquainted with quality field and mar- 
kets for Men’s, Women’s and Children’s Shoes. SPECIALISTS IN FINE SHOES FOR 15 YEARS 
Department Store experience. Address Box 
#522, care Boot & Shoe Recorder, 100 East M. K. WEIL SHOE co. 
42nd Street, New York 17, N. Y. 1215 Washington Avenue—St. Louis, Mo. Central 4898 
maga eed - — P BUYER desires 
vailable April first. Age 45. Can 
Merchandise, promote, manage and buy all SELL YOUR JOB LOTS WE BUY 
price lines. "MR. ALFRED ROSEN, 240 Lora 
Street. Youngstown, Ohio. TO SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
SUCCESSFUL MANAGER SAM CAMITTA & SONS FOR CASH AND RATION CURRENCY 
Pag ke Pia @ yuase Shoe ae: 95 Reade St., New York 13, N. Y. 
resen a ov le 
Mereh Cain - w Excellent” know ied, of FOREMOST SHOE BUYERS SINCE 1906 SHORT LEASES ASSUMED 
nD . 7 S 
desires similar Position with progressive YOUR NAMB AND BRAND 
Chain or Department Beene. , Preferred— PROTECTED 
Chicago or New York. -1 reference. © py 
Address £513, care BOOT & SHOE RECORDER WE BUY IRVIN RUBIN, INC. 
100 East 42nd Street 17, New York, N. Y. SHOE STORES “The House of Jobs” 
FOR CASH 89 READE STREET 
FOR SALE BARSH & CEASAR New York City 
N 4th ¢ Ph ph . Phone BARCLAY 17-7887 
oo Suee STORE, SERVING spews 
° ng 
all a a — outstandin SELL YOUR SURPLUS STOCKS 
U. S. Requires about $10,000 cash. Address 


te 
KIRSCH-BLACHER CO., INC. 
established 1915 


We buy surplus or complete stccks of shoes from 
a and manufacturers. 
Visit our new warehouses 

108-110 Duane Street, New York 

Phone: WOrth 2-5877 and S378 and S570 











LEASED SHOE DEPARTMENT handling 
Ladies’ and Children’s Shoes in medium and 
better grades in Middle West or South, by In- 
dependent operator. Must have established 
quotas in some Nationally Advertised lines. 
Must be potential volume of $50,000 or more, 
Have ample cash to handle any size volume. 
Exceptional record of success in past opera- 
tion. Available to take charge immediately. 
Address Box #466, care Boot & A Shoe Recorder, 
1221 Locust Street, St. Louis, Mo. 


To Add Men’s and Children’s 


SEATTLE, WasH. — Guy Ervin, gen- 
eral manager of Baxter’s two shoe 
stores in Seattle and Tacoma, has an- 
nounced that the Tacoma store will 
open soon in a new location with a line 
of men’s and children’s shoes, in addi- 











tion to its stock of women’s shoes. 
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B-1—Red and blue B—biue border 
color on with yellow stars 
— white board — 
price in black. 


white board— 
price in black. 


H—Red banner— 
blue border en 
white beard— 


price in 
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Patriotic Price Tags Add Color and Eye Appeal to WINDOW TRIMS 
Great Little Time Savers 


Size 1§¢"x214,”—109 different prices in stock 


6 Doz. — $1.50 
12 Doz. — $2.50 


“Pp 


CANADA 


6 Doz, — $1.70 
12 Doz. — $2.80 


With Store Name Imprinted: 


144 Tickets—$4.25 


Any selection of prices desired 
Check with Order Please 


DISPLAY CARDS: 75¢ Each; 3 for $1.85 


black. 


List of texts to select from will be sent on request. 
Detailed Information on Monthly Service at Your Request. 








MERCHANTS SERVICE DEPT., BOOT and SHOE RECORDER, 209 S. State St., Chicago 4, Ill, 





Vi ADVERTISING 
Wiis e 

Y. CUppisngs 

—here's how to get 

More Business! 





HE Vincent Edwards Idea Clipping 

Service has over 2,000 satisfied users. 

Each order filled according to what 
you want; wholesalers usually request 
best retail ads; manufacturers usually 
want ads of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service Organization 
342 Madison Ave., New York City 


Piease tell me more about your news- 
paper ad clipping service and special 
short term trial offer. 

Name 
Company 
City . 











Compo Statement Shows 
1944 Net of $218,375.21 


Boston.—In a statement prefacing 
the annual report of Compo Shoe Ma- 
chinery Company for the year 1944, 
William H. Bresnahan, president of the 
corporation, announced: 

“Net income of Compo Shoe Ma- 
chinery Corporation and its subsidiaries 
for the year ended December 31, 1944, 
was $218,375.21, approximately 8% 
times dividend requirements on the out- 
standing preferred stock and equivalent 
to $1.29 per share on the outstanding 
common stock after preferred stock 
dividends. This compares with net in- 
come of $215,153.55 for the previous 
year, equivalent to $1.27 per share on 
the outstanding common stock after 
preferred stock dividends. Dividends 
of $0.60 per share were paid in 1944 
on the common stock and $2.50 on the 
convertible cumulative preferred stock.” 


110 


Shoe Club Plans Dinner Dance 
New YorK—The Shoe Club will hold 
an informal dinner dance and enter- 
tainment on Thursday evening, April 
1%, in the Grand Ballroom of the Hotel 
McAlpin, here. Cocktails will be served 
at 6 P. M., with dinner scheduled for 
an hour later. Entertainment and 
dancing will follow the dinner. 

A special effort is being made to 
secure the best talent available, so that 
the entertainment will be especially 
interesting. Net proceeds from the 
event will augment the club’s Welfare 
Fund. 


Feature Merchandise 


For Teen-Agers 


NEWARK, N. J.—Bamberger’s ran an 
interesting ad recently devoted to 
“Justeen” merchandise featured on 
their fourth floor. On this floor is col- 
lected apparel which is calculated to 
appeal to teen-age customers. Included 
in the ad were five attractive low heel 
shoes including open back, open toe, 
platform and wedge models, which com- 
bined smart appearance with the “sen- 
sible” features demanded by mothers 
of this age-group. 


Awarded Distinguished 
Flying Cross 

MELBOURNE, FLA.—Ben Farnham of 
Moulton-Bartly, Ine., received a letter 
recently from Maj. Gen. John K. Can- 
non, commander of the Air Force group 
with which his son, Lt. Stewart Farn- 
ham, is associated. The letter stated 
that Lt. Farnham had “earned the Dis- 
tinguished Flying Cross for marked 
achievement in combat against the 
enemy, maintaining his crippled plane 
on course in face of intense anti- 
aircraft fire, enabling his bombardier 
to release his bombs with devastating 
effect upon a vital enemy supply de- 
pot.” Previous to this award, Lt. Farn- 
ham had received the Air Medal with 
five Oak Leaf Clusters. 

Mr. Farnham, Sr., who wintered here 
at the Trade Winds Club, returned re- 
cently to his home in Larchmont, N. Y. 


FIT COMES FIRST 
with the original 
SHOE DOCTOR SHRINKEI 


FOOT COMFORT 
provided for hard-to-fit 
abnormal! feet. Our 
Doctor Shrinkers when 
with our specially 
pared fluids, give 
proper fit to shoes 

fit large around the 
slip at the heel, or gap 
the sides. Any fullness 
wrinkles in leather or f 


$15.00 rie are easily shrunk 


Curved type tren out harm. 
Bpecial combination offer $32.50 (fi 
included in above prices). 


fend your order or write for detafl informat 


E. C. SMELTZER CO. 


E. Sist Street, Indianapolis, 


pet a Ost 
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Gotham Presents 
Fashion Show 


New York—The stocking story f 
Spring and Summer 1945, is a sho 
short story (probably as much as thi 
per cent short of last year in prodt 
tion due to government needs for ray 
and manpwer problems). But it’s st 
a fashion story, as told by the Goth 
Hosiery Company. 

Using the best-seller technique, G 
ham recently presented their 12 
shades and textures in a second @ 
tion of their presentation of last yé 
a Lilliputian fashion show in wh 
portrait marionettes modelled twe 
top-flight fashion creations alongs 
the live “originals.” Four high fash 
colors, Charm and Capri, and D 
and Flattery, were featured. Walk 
weights, meshes, “leg sweaters” of 
on tow for sports and sheers in six 
five and fifty denier rayon were show 


Boot and Shoe Recor 





